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HE RENOWN Comes fj 

Both Pipe and Pipeless RENOWN 
in a Size for Every Need 
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OW that your valued customers will again commence to 
cm) ca ; buy, you need to be prepared to recommend a really 
TENT “, first class heating service. 


{Cau 


Nt Nii@ NN : 
EIN IC Tove ia The man who has struggled along with his old furnace the past 
7 osetia MM! eet is year expecting times to revive; will be ready to install a new 

heating plant during the business revival which is already 


on the way. 


Y WHEN BURNING S You build future good will and business when you recommend 


| Sorr coat Be” Se | | ERR to him a plant like the RENOWN. 


yi, SURE TO POKE ' ‘ 
BACK THE LIVE ; r . ° . 

MW SOALS AS FAR | | Bee Consider these worth-while RENOWN features; every one of 
aS ont pane H ae which will be highly appreciated by your best patrons. 
FRESH FUEL.» = | M 

A Hot Blast Construction which really saves one- 

quarter to one-third the fuel bill. 

An Automatic Heat Regulator which is actually 

fool-proof. 

A Radiator which cleans itself. 

An unusually large combustion chamber with tremendous 

heating power. 

A Large Water-Tight Ash Pit which permits 

sprinkling. Keeps the house free from dust and ashes. 
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Li A Sel ty Nineteen twenty-two will be a real opportunity for profits if 
: A ae =) = Ly you carry the RENOWN. Decide now—be prepared. 
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HEATING & COOKING PIPE & PIP LESS 


STOVES FURNAG 


INDEPENDENT STOVE CoO. OWOSSO, MICH., 
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Factory Lighting Has Now Advanced 
to the Paint Brush 
Paint of proper surface character and whiteness increases 


lighting efficiency from 15 to 359¢. Paint made from Horse 
Head or Florence Brand. 


ZINC OXIDE and ALBALITH 


combines, at the peak point of efficiency, the four elements of 
a perfect interior paint— 
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Whiteness Sanitation (Washability) 
Light Reflection Economy 


Do you want the best paint it is possible to buy? Good 
Paint depends upon Quality Pigments! You can get good 
paint by insisting that “Albalith” and (Florence or Horse 
Head) Zine Oxide shall be used as the Combination Pigment. 


THE NEW JERSEY ZINC COMPANY 


(Established 1848) 
160 Front Street New York 


CHICAGO: Mineral Point Zinc Co., 1111 Marquette Bldg. 
PITTSBURGH: The New Jersey Zine Co. (of Pa.), 1439 Oliver Bldg. 
CLEVELAND: The New Jersey Zinc Sales Co., 1138 Guardian Bldg. 
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New Jersey 


ZINC 


The World’s Standard for Zinc Products 


cnn 


‘NN 





lA 





Nil 





si 



































Founded 1880 by Daniel Stern 


Thoroughly Covers 
the Hardware, Stove, 
Sheet Metal, and 
Warm Air Heating and 
Ventilating Interests 





HardwareRecord 


ili all communications 
and remittances to 


AMERICAN ARTISAN 
AND 


HARDWARE RECORD 


620 South Michigan Avenue 
Chicago, Illinois 


PUBLISHED EVERY SATURDAY BY THE ESTATE OF DANIEL STERN 


Eastern Representatives: C. C. Blodgett and W. C. White, 1478 Broadway, New York City 


Yearly Subscription Price: United States $2.00: Canada $3.00: Foreign $4.00 
Entered as Second-Class Matter June 25, 1885, at the Post Office at Chicago, Illinois, under Act of March 3rd, 1879 


Copyright, 1922, by the Estate of Daniel Stern 





Vol. 83. No. 11. 


CHICAGO, MARCH 18, 1922. 


$2.00 Per Year. 





WORK FOR PROSPERITY BUT NOT FOR A BOOM 


There is no boom ahead of us this year. 

As a matter of fact, no clear-thinking man 
looks for or hopes for a boom— 

Because he knows that boom times always 
bring with them inflation, abnormally high 
prices, reckless spending and, as a windup, 
usually a period of business pessimism 

We have been passing through such a period 
of pessimism during the past eighteen months. 

In fact, some there are who are just as pes- 
simistic now as they were in the late fall of 
1920. 

So we do not want a boom in 1922. 

But we do have a right to expect a resump- 
tion of fair business conditions during the 
Spring and Summer months. 

It is not just a matter of hoping that better 
times are coming. 

Every sign that has any bearing upon con- 
ditions points that way. 

Building permits show a big gain for Jan- 
uary and February 1922 over 1921. 

Large hardware merchants are placing or- 
ders for greater quantities than they have 
bought since the Spring of 1920. 

Banks have liquidated their farm loans to 
some extent and are actually looking for in- 
vestments in commercial and industrial enter- 
prises. 

The 
steadily. 

The great industrial plants are operating at 
an increasing rate of capacity. 

Prices have reached a point where it is rea- 
sonably safe to buy for more than the abso- 


employment situation’ is improving 


lutely immediate needs. 

The railroads are commencing to show in- 
comes that will justify them in spending 
money for replacement of worn-out rolling 
stock and other equipment. In other words, 
they can now borrow money for such equip- 
ment—something which was out of the ques- 
tion six months ago. 

Place all of these undisputable facts against 
the pessimistic utterances of those who for 
one reason or another would like to see the 
present unsatisfactory conditions continue— 

And you will make up your mind that it is 
up to you to help prove that the pessimists 
are wrong. 

You can do much to bring back normally 
prosperous times—for that is what we want. 

First, you can work harder to create new 
business. There are many dormant oppor- 
tunities right before you if you will but look 
for them. 

Second, you can equip yourself to take bet- 
ter care of the increased business which may 
reasonably be expected right now—if you go 
after it. This means that you will buy more 
freely. 

Third, you can talk conservative optimism. 

A pessimistic trend of opinion is always bad 
for business. We have had altogether too 
much of the “Lugubrious Blue” during the 
past year. It is time to chase the pessimists 
into the tall timbers. 

Don’t hope for a boom this year. 

But work for a fairly prosperous business. 

Then you will reap what you work for. 
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Ratidom Notes and Sketches. 


By Sidney Arnold 

















ay indebted to C. W. Pansch 
of Racine, retiring president 
Master Sheet Metal Contractors’ 
Association of Wisconsin, for the 
following tale: 

In the bright sunlight of a rail- 
way station in Georgia slept a col- 
ored_ brother. 

He snored gently, with his mouth 
ajar and his long, moist tongue rest- 
ing on his chest like a pink plush 
necktie. 

A northerner climbed off a train 
to stretch his legs, unscrewed the 
top of a capsule and, advancing on 
tiptoe, dusted the grains of quinine 
on the surface of the darkey’s 
tongue. 

Presently the negro sucked his 
tongue back inside his mouth and 
instantly he arose with a start and 
looked about him wildly. 

“Mistah,” he said to the joker, 
“is you a doctah?” 

“Nope.” 

“Well, then kin you tell me whar 
I kin fin’ a doctah?” 

“What do you want with a 
doctah ?” 

“T’m sick. 

“How sick?” 

“Powerful sick.” 

“Do you know what's the matter 
with you ?” 

“Suttin'ly I knows wuts de mattah 
with me—mah gall’s done busted!” 
x ok * 

“Si” Koehler, secretary Chicago 
Retail Hardware Association, says 
that it is not always easy to get 
proper readjustment on wrong ship- 
ments and quotes this instance: 

A cloth manufacturing firm re- 
ceived a letter from a customer com- 
plaining that some material had 
been received full of moths. 

sy return post went a letter to 
this effect: 

“On looking over your order we 
find that you did not order any 
moths. It was our error, and you 
will please return them at once at 
our expense.” 


The relation of overhead ex- 
penses to net income is sometimes 
out of proportion in the direction 
of profiteering, says Joe Goldberg, 
sales representative of the Excel- 
sior Steel Furnace Company, Chi- 
cago, Illinois. 

He narrates the case of a parsi- 
monious farmer who, after having 
married a widow worth $10,000, 
was being congratulated. 

“Well, Seth,” remarked a neigh- 
bor, “I hear you are $10,000 to the 
good.” 

“Not quite that,” said the farmer 
mournfully. ‘Not quite that. Ye 
see, it cost $2.00 for the license.” 


I am glad to acknowledge my in- 
debtedness for the following story 
to E. B. Langenberg of Haynes- 
Langenberg Manufacturing Com- 
pany, St. Louis, Missouri: 

An old country preacher in a 
small town in Missouri was in the 
habit, in the middle of his dis- 
course, of peeling off his coat and 
going at the devil and all his works 
in his shirt sleeves. 

One day a United States Senator 
attended the services and members 
of the congregation cautioned their 
parson that it would be well to be a 
little more formal in view of the 
presence of their illustrious guest. 

Nevertheless, the preacher, warm- 
ing to his discourse, followed his 
regular practice. After the service 
one of the parishioners approached 
him and said: 

“IT hate to seem to criticize, sir, 
but I reckon you must have forgot- 
ten we had a United States Senator 
with us today.” 

“Oh, no, I didn’t,” retorted the 
minister calmly, “but I don’t believe 
he’s as bad as they say he is, and 
anyway, I had my coat right side 
of me on a chair where I could have 
my eye on it every minute.” 

* * * 

In spite of persistent urging, 

some of the sheet metal contractors 
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will be too late to get their contribu- 
tions published in the great book 
on Trade Development which is in 
course of preparation by the Trade 
Development 
National Association of Sheet Metal 


Committee of the 


Contractors. 

Paul F. Brandstedt of Wash- 
ington, D. C., chairman of that 
Committee, says they remind him 
of this story: 

St. Peter had a busy day and 
Gabriel had not loafed any himself. 

Throngs had visited the gate and 
been looked over. 

Those who answered their ques- 
tionnaires successfully and satisfac- 
torily were admitted. lor others it 
was, “Going down!” 

Finally, when the books were 
about to be closed for the day, a 
soul that had belonged to a news- 
paper man when on’ earth came 
puffing along. 

“What'll we do with him—the 
hooks are practically closed for the 
day?” said Peter to Gabriel. 

Before Gabriel had time to an- 
swer the shade of the journalist tim- 
idly spoke up: 

“You might label me ‘Too late to 
Classify,’ and let me in anyway. I 





can’t go to the other place—I for- 
got my fire badge.” 
* * ok 
George Harms of F. Meyer & 


Brother Company, Peoria, Illinois, 
insists upon a clear understanding 
of what is meant by turnover. 

In this connection he tells the fol- 
lowing story: 

“Profits in my business depend 
entirely upon a rapid turnover,” re- 
marked a merchant in a hotel lobby 
the other day. 

“It’s the same in my business,” 
said an athletic-looking man who 
overheard the merchant. 

“What line are you in?” asked 
the merchant. 

“I’m a trapeze artist with Coop 
& Lent’s circus.” 


A Touch-of the Spring Fever. 


“If you find yourself a-feelin’ 
That you’ like to pick a fight, 

If you find you're not a-sleepin’ 
An’ you hardly eat a bite, 

If your head just keeps a-throbbin’ 
At a mile-a-minute rate, 

You have got it; quit your workin’ 
\n’ begin a-diggin’ bait.” 
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The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


Is Granted Patent Rights 
for Damper Construction. 


Under number 1,398,038, Thomas 
Holland, 


Olinger, Michigan, as- 





pany, Holland, Michigan, a corpo- 
ration of Michigan, has obtained 
signor to Federal Stamping Com- 


United States patent rights for a 
damper construction herewith de- 
scribed : 

In combination, a damper disk, 
a tail piece member having a pointed 
extension at one end connected to 
the disk, a handle member attached 
to the disk in alinement with and 
partly covering the tail piece mem- 
ber, a handle, and means for detach- 
ably connecting the handle to the 
outer end of the handle member. 


Here Are Three Different Ways of Applying 
Advertising Principles to Selling Stoves. 


The Main Object to Keep in Mind Is that Desire for Possession 
Must Be Aroused by an Intelligent Presentation of the Goods. 


LTHOUGH the 


principles of salesmanship are 


underlying 


the same everywhere, the mode of 
their application changes according 
to the requirements of locality and 
circumstance. 

This is not difficult to understand 
when we take into consideration the 
varving character of industry and 
occupation in different parts of the 
country. 


The principles embodied in the 
tables of addition and multiplica- 
tion are the same in Afghanistan as 
in Georgia. 

But the things to which they are 
applied may differ as widely as the 
latitude and people of these two 
parts of the world. 

The table of addition may be em- 
ployed to sum up glass beads or 


two-carat diamonds. 


In other words, the thing to do 
with the principles of salesmanship 
is to apply them to the necessities 
of one’s environment and trade. 

l‘or example, in the merchandis- 
ing of stoves and ranges, the first 
principle of salesmanship is to give 
the prospective 
notion of the usefulness and service 


customer a clear 


of a standardized stove or range. 

That usefulness and service will 
vary according to the economic po- 
sition and habits of living of differ- 
ent groups of customers. 

The medium by which _ this 
knowledge is conveyed to the pros- 
means 
for the 


pective purchaser and the 
utilized to arouse desire 
possession of the stove or range will 
vary according to the mental and 
physical characteristics of the deal- 
er'’s trade territory. 

The main object to keep in mind 
is that desire for possession must 
be aroused through intelligent pres- 
entation of the goodness and service 
of a commodity. 

The extent and comprehensive- 
ness of the advertising instrumen- 
talities at the disposal of the dealer 
will have a modifying influence up- 





Another Substantial Price Reduction in 


POINTER RANGES 


turers of 





“Eligh quality at lowest prices” 


POINTER RANGES 


during the high price era low prices main 
tained there has been no line on which reductions have been greater. 
No higher quality ts-olfered in CAST TRON RANGES than in BRIL- 
LIANT MASTER POINTERS at trom $52.50 to $73.00. CIIUM. 
MY POINTERS in the different styles at from $37.50 to $50.00. 


But notwithstanding the 


has been the slogan of the manufac 





When you mapect this line you will experience a pleasant surprise as the quality shown at these prices will 


be beyond your expectation. 


JAS. W. PEARSON & SON 


327 and 329 Main Street 


"Your Llome Outfitters” 


Phone 272-J 
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on his methods of merchandising. 

Take, for instance, the town of 
Paintsville, Kentucky. This is a 
small town which is centrally lo- 
cated between several mining towns. 

It has only one weekly news- 
paper, so that the interval between 
newspaper advertising is too long 
to permit intensive repetition of a 
selling message. 

Under these conditions, the sell- 
ing of stoves and ranges has to be 
done in a manner quite different 
from that which may prove success- 
ful in a big city. 

B. B. Fannin, Son and Company 
handle the Pointer stoves and 
ranges in this town of Paintsville, 
Kentucky. They make use of the 
weekly newspaper for advertising, 
but in addition they have men who 
work the surrounding mining towns 
and keep track of people who have 
stoves that are failing them. 


When these salesmen for B. B. 
Fannin, Son and Company find an 
old stove that is not giving service, 
they ask the people of the house to 
let them replace it with a Pointer, 
under the guarantee that the Pointer 
range will give satisfactory service, 
that it will do better baking and 
burn less coal, etc. 

Of course, such a method of 
salesmanship is possible only with 
a standardized product, which is 
maintained as to quality, material 
and workmanship. It implies full 
confidence in the goods on the part 
of the dealer. 

In Mt. Vernon, Indiana, James 
W. Pearson and Son get excellent 
results by advertising in the daily 
paper of that city, The Western 
Star. One of their advertisments 
is herewith reproduced. 

In the original, this advertisement 
is the full width of the page. It 
will be noted in the publicity of 
James W. Pearson and Son that 
price and quality are closely linked. 
There is no vagueness of statement, 
no attempt to evade the question of 
price by spilling a lot of words into 
white space and dealing only with 
quality. 

Quality means nothing when dis- 
sociated from price. 

For example, a loaf of whole 
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wheat bread properly baked and of 
standard weight sells for about 17 
cents. 

Now, all the fine writing in the 
world and all the alluring superla- 
tives will not develop a trade in 
whole wheat bread if the price is 
concealed until the customer comes 
to the actual transaction of paying 
for the bread, and then is announced 
as 60 or 7o cents a loaf. In that 
case, quality does not counterbal- 
ance price. 

In fact, it never does justify the 
concealment of price or the unrea- 
sonable enlargement of price. 

This is well understood by James 
W. Pearson and Son. They are 
successful in selling Pointer ranges 
because they tell the whole truth 
as to price and quality. They are 
sincere. They know that the goods 
which they sell are honestly con- 
structed and reasonably priced and 
that the customer gets fair treat- 
ment, trustworthy service, and sat- 
isfaction. 

In Petersburg, Ohio, the firm of 
Knesal Brothers confine their stove 
trade to two types of Gohmann 
Brothers and Kahler’s product, 
namely, the Brilliant Pointer and 
the Midway. Their system of sell- 
ing is by mailing small folders to 
the farmers in their section of the 
country and by following up each 
prospect until the sale is made. 


Knesal Brothers declare that they 
find the best way to sell stoves is 
to watch the prospects, sending 
them circulars or any advertising 
matter that may be on hand, and 
keeping right after them until the 
orders have been entered on the 
books. 

Still another method of applying 
the principles of salesmanship to 
stoves and ranges is employed by 
Perkins Brothers, Williamsburg, 
Kentucky. 

Perkins Brothers are enthusiastic 
about Pointer ranges because they 
have studied the product from every 
conceivable angle and they know 
its virtues. 

They find that most of their sales 
come from one customer telling a 
neighbor about the good qualities 
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and satisfaction derived from the 
Pointer ranges. 

Perkins Brothers have been able 
to trace most of their sales to this 


source. Satisfaction, they say, is 
the most powerful advertising 
agent. 





Spring Renting Season Is a 
Good Time to Sell Stoves. 


In many neighborhoods, stoves 
are not part of the kitchen equip- 
ment when a house is rented. 

Moreover, in the majority of 
cases, kitchen stoves are not in- 
cluded in the sales of new bunga- 
lows and the buyer must supply the 
deficiency. . 

Here, then, are scores of excel- 
lent prospects for the hardware man 
who deals in stoves. 

There are many methods by 
which these prospects can be turned 
into profitable realities. 

A hardware dealer in one of the 
big cities of the Middle West has 
so identified himself with the va- 
riou activities of his community that 
he is on a most friendly footing 
with all of the business men in his 
locality. 

As a consequence, he meets with 
no difficulty in persuading the real 
estate agents in his neighborhood to 
keep him posted on the names and 
present addresses of their new ten- 
ants. 

He sends to these new tenants a 
letter couched in sincere language. 
saying that he has learned that they 
are soon to become residents of his 
community—at such a street address 
—and that he welcomes them to the 
neighborhood. 

Then he proceeds in a tone of 
genuine good fellowship, to outline 
the facilities of his store for serving 
them. 

He enclosed manufacturers ad- 
vertising helps in the form of illus- 
trated leaflets. 

Moreover, he makes it his busi- 
ness to find out if they will require 
a stove in their new house; and fre- 
quently follows up his letter with 
personal calls or sends one of his 
salesmen to visit the prospective 
customers. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Shows What Faults to Avoid 
in Order to Succeed. 

Startling though it may seem at 
first thought, it is an established fact 
that at least five out of every six 
retailers fail, says N. H. Nielson, 
secretary Retailers’ Bureau Depart- 
ment, Fort Dodge Commercial Club, 
Fort Dodge, Iowa. 

In fact, certain retail experts con- 
tend that the percentage is even 
higher than that— they bring forth 
statistics to prove that out of every 
ten retail merchants, nine eventual- 
ly go out of business because they 
can not remain in it profitably. 





By failure is not meant that the 
sheriff tacks a sign on the door and 
the merchant goes in the bankrupt- 
cy court. 

It means failure to get an ade- 
quate return on the money, time and 
effort invested in business; failure 
to make an income that makes it 
worth while to remain in that busi- 
ness as against some other line of 
endeavor. 

Conservatively, then, at least five 
out of six retailers fail. Why? 
Not because there are too many 
competitive stores. Not because 
they don’t know how to sell goods 
over the counter. Not because 
they don’t know their goods and 
their market. 

Those are all contributing rea- 
sons, but they are not the main rea- 
son, 

The reai reason can be summed 
up in two words. Five fail because 
they guess. One succeeds because 
he knows. 

If a thousand typical retail fail- 
ures in any line or lines of business 
were analyzed, it would be found 
that guesswork was the real cause 
in practically every case. 

It might be guesswork that led 
the merchant to overstock in slow 
selling merchandise. It might be 
guesswork that led him to spend 


too much sales effort in lines that 
did not pay a profit. It might be 
guesswork as to the total of ac- 
counts receivable, which in turn led 
to poor collections and lack of need- 
ed cash. 

Roughly, the merchants who fail 
because they guess may be divided 
into two classes—those who keep 
no records at all, except the sketch- 
iest kind; and those who keep in- 
complete records that misrepresent 
facts. 

One class is about as badly off as 
the other, for the merchant who has 
a partial system swears by the lying 
figures he does have, and is in real- 
ity guessing his way along. 

And either class of merchant is 
losing profits that should be his, 
whether or not he actually fails and 
goes out of business. 

In these days of “tight” business 


conditions profits as a general thing 
have been made by cutting operat- 
ing cost and speeding up turnover 
rather than by increasing sales vol- 
ume. 

The merchants’ margin of profit 
is small, the successful retailer has 
made money by keeping expense 
down and by getting the most out 
of every dollar invested in his busi- 
ness. 

The net profit that remains at the 
end of a business year is the thing 
every merchant is concerned about. 

Consequently, the profit and loss 
statement is the most important rec- 
ord of any business. But it must 
be complete and it must be accurate. 

It must not lead the retailer to 
think he has made money when he 
has not. And that is a more com- 
mon form of self-deception than 
most merchants think. 


Kansas Hardware Firm Uses Element of News 
To Give Pulling Power to Its Advertising. 


The Shannon Page in the lola, Kansas, Daily Register Affords 
Many Helpful Examples of Persuasive Wording and Arrangement. 


N ESTABLISHED institution 

in Iola, Kansas, is “The Shan- 
non Page,” published every Mon- 
day by T. B. Shannon Company in 
the Jola Daily Register. 

The people of that city have ac- 
quired the habit of looking for the 
Shannon Page every Monday. 

It is equivalent to a department 
of the newspaper. 

This Shannon Page is more than 
an ordinary advertisement. 

As the sub-head states, it con- 
tains accounts of “Current Events, 
Timely Comment, an Occasional 
Jest and Information of General 
Interest Pertaining to Motor Cars, 
Farm Machinery, Hardware, 
Stoves, etc.” 

Repeatedly, it has been empha- 
sized in these columns that the news 


element is an essential factor of ef- 
fective advertising. 

The Shannon Page is one of the 
most definite examples of the car- 
rying out of this principle. 

Take, for instance, the “Store 
News”’ in the center of the page at 
the top. 

Note how differently this is 
worded from the average adver- 
tisement. 

Instead of saying, “Dependable 
Tires For Sale. We Can Supply 
Your Wants. See Us for Prices 
Before Going Elsewhere,” this tire 
sale is presented to the readers as a 
bit of news. 

It begins by stating: “Our Tire 
Sale seems to be meeting with the 
approval of a large part of the car 
owners and, while the bargain stock 
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In the majority of the articles 
listed on this page, prices are plain- 


way in which tools are advertised in 
this Shannon Page. 
There is a distinct appeal in the 


has been greatly reduced, there are 
still some exceptionally good buys 


in the popular sizes to be had, etc.” ly stated. ; 


Here is news for the automobile wording, “Tools for spring over- Enough illustrations are used to 
owner. hauling,” and in the words which relieve the page from any effect of 


It is news because it tells him 
that many other car owners in town 
are taking advantage of this tire 


follow, namely : 
“A lot of work around the house, 
call for 


monotony. 
Moreover, the impression of news 
having the entire 


garage and barn that will is deepened by 


sale. suitable tools. Be ready for the Shannon Page set up in the typo- 
The fact that it meets their ap- big Spring Cleanup; check over — graphical style of a newspaper. 








THE SHANNON PAGE 


PUBLISHED EVERY MONDAY. IN THE IOLA DAILY. REGISTER 
Current kyents, iumety Comment, an Occasional Jest and Information of General Interest Pertaining to Motor Cars, Farm Machinery, Mardware, Stoves, Ete. . 
7 MONDAY, FEB. 20, 1922 








T B SHANNON COMPANY IOLA, KANSAS 
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“Sure Hatch” Incubator 


Twenty-three years on the market gives “SURE 
HATCH” i" right to your considegation when buying 
an incubst Years of experimenting, comparing and 
esting out makes possible their YY. of “Satis- 

prtion en Your Part or Money on Ours” All 

he good features you expect to find aes with s 
slenatietty that makes handling this machme perfectly 
easy for a child. Here a few of the institutions 
using “Sure Hatch” Incubators 
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sale, the inference which suggests 
itself is that it would be worth while 


for him to look into the matter. 


“Dollar Day” 


Wednesday, February 22nd. 


In harmony with the title, we will offer some very 
special prices on gtandard articles which will be good 
Only fo: oecadion. The store in full of reasonably 
» Priced goods so if the articles listed below do not ap- 
peal, come in and make your wants known 


The news element is rendered 


more distinct by the mention of the 





Partial Reproduction of Full 
Page Advertisement of the T. 
B. Shannon Company in the 
Iola Daily Register, Iola, Kan- 


tire sale. sas. 


Here is another example of a 
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names of a number of car owners 
Our Hardware Store 
31.00 
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group of commodities presented as 
news : 

“We are unpacking an advance 
shipment of and 
gloves, the kind that please experi- 
enced players and satisfy the begin- 
ner. Fans are invited to drop in 
and look ‘em over.” 

This is a more persuasive way of 
advertising than merely saying : “We 
have received a shipment of base- 
balls, etc.”’ 


In the one case you have 


baseballs, bats, 


action, 
which is the essence of news, and 
in the other a passive state of af- 
fairs. 
Again, 


take the friendly, newsy 


your lists and ask us about others 
that may be needed.” 

This column then proceeds to 
give a brief but clean-cut and con- 
vincing description of some of the 
tools which the householder needs. 

Here is another example of force- 
ful wording—the kind of sales talk 
time across the 


which wins every 


counter. It is a description of 
Winchester nail hammer: 

“It is forged from crucible steel. 
Perfect hang and balance. Claws 
will pull a headless nail. Good 
enough for the skilled mechanic and 
inexpensive enough for us common 


folks.” ‘ 


While many hardware dealers can 
not afford the expense of such a 
page, if they will systematically 
advertising in such a way 
as to increase their income, the time 
is not far distant when they can de- 
a degree 


plan their 


velop their business to 
which would warrant the use of a 
similar page in their own local news- 
papers. 


If your harvest is a failure, re- 
member you selected the seed. 
* * * 
There’s a good thing about a dog; 
he does not pretend to be anything 
else. 











Te 








23 


Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


Window Display of Washing 
Machines Quickens Sales. 


To understand the full signifi- 
cance of the window display shown 
in the accompanying illustration, an 
explanation of how it was used is 
necessary. 

This window exhibit was = ar- 
ranged by Z. Buckler for Baird- 
Swannell, 286-208 East Court Ave- 
nue, Kankakee, Illinois. 


It was used in connection with 


The value of the display, howev- 
er, Was intensified by actual demon- 
strations during the day. 

The washing machines were dem- 
onstrated by experts from the fac- 
tory. 

One of the demonstrators was 
dressed as an old negro mammy 
who washed in the old way; and 
the other demonstrated in the new 
way. 

As deseribed by Mr. Buckler, 


towels, and aprons. 

“The arrangement of the back- 
ground was such as to afford de- 
cisive contrast. The brick house 
was placed in the center of the back- 
ground with two lattice panels on 
either side and one on the right 
end, 

“A clothes line was stretched 
from one end to the other of the 
window and on it were placed tow- 
els and aprons. 





Window Display and Demonstration of Washing Machines, Arranged by Z. Buckler for Baird-Swannell, 286-298 East 


actual demonstrations of the old and 
new way of washing. 

As it stands in the picture, the 
display has considerable _ selling 
power, 

It presents enough contrasts of 
method and results to supply the 
imagination of the ordinary observ- 
er with sufficient material for vis- 
ualizing the difference between the 
old methods and results of hard 
physical manual labor in washing 
clothes and the new methods and 
results of easy mechanical way of 
washing by power machines. 


Court Avenue, Kankakee, Illinois. 


“the demonstration attracted an un- 
usual amount of attention, and at 
times traffic was stopped on the 
sidewalk. 

“There was also one man on the 
outside who was handing out circu- 
lars and getting names and addresses 
of people who were interested. 

“Inside the store was another 
demonstrator showing the machines 
on the floor. 

“The materials used for making 
the background consisted of lattice 
strips, 1x2 inches, wall board, red 
and white paint, cotton, clothes line, 


“Large lithographs of washing 
machines were placed near the top 
of each lattice panel. On each side 
of the panels were pieces of beaver 
hoard painted red and marked off 
with white lines to give the effect of 
bricks. 

“To the left of the window, look- 
ing from the outside, were old-fash- 
ioned galvanized wash tubs and 
wash bowls. 

“In the center and to the right 
were two different types of wash- 
ing machines. 

“An electric washing machine 
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was shown for homes where they 
have not built in tubs and this ma- 
chine was connected with a wringer 
and two galvanized tubs. 

“Another machine to the right 
was shown for homes where they 
have built in tubs.” 

Mr. Buckler says that “this win- 
dow demonstration of washing ma- 
chines not only made direct sales 
for the firm, but names of a large 
number of people who were pros- 
pects for these machines were ob- 
tained and sales made to them later 
on.” 

It will be noted in this window 
display that intelligent use is made 
of the manufacturers’ advertising 
helps in the form of posters graph- 
ically illustrating the advantages of 
the washing machines. 

Due regard was paid to influence 
of color in the making up of this 
window display, and great care was 
exercised in producing effective 
lighting, so that all the details. of 
the arrangement were sharply de- 
fined for the vision of the passer-by. 





Window Display Competition Is 
a Stimulus. to Best Efforts. 


There are hundreds of ways of 
designing and carrying into effect 
profitable window displays. 

Some of the ways are more gain- 
ful than others. 

In order to discover what kind 
of window advertising is most re- 
sultful in your neighborhood, you 
must study your trade and its re- 
quirements. 

The use of price tags, week-end 
specials, and similar devices will 
prove practical in almost any neigh- 
borhood. 

When you have a strong motive 
for doing your best in the prepara- 
tion of a window display, you are 
likely to get more positive results. 

That’s one of the reasons why 
you are urged to take part in AMER- 
ICAN ARTISAN AND HARDWARE 
Recorp Window Display Competi- 
tion. 

By joining this contest, you put 
yourself in friendly rivalry with 
scores of other merchants. 

You thus have a stimulus to put 


forth your best thoughts and ef- 
forts. 

The prizes, too, are worth your 
consideration. 

Read the subjoined regulations 
governing the contest. 

Award of Prizes. 

The prizes will be awarded as 
follows: 

First prize, $50.00 in cash, fot 
the best photograph and description 
received of window display of hard: 
ware or kindred lines. 


Second prize, $25.00 in cash, fot 
the photograph and description sec- 
ond in merit. 

Third prize, $15.00 in cash, for 
the photograph and description 
third in order of excellence. 

Fourth prize, $10.00 in cash, for 
the photograph and _ description 
fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competi- 
tion are as follows: 

The photograph must be accom- 
paniea by descriptions of how the 
window displays were arranged and 
the materials used. 

The description is important and 
hence should be adequate. 

These photographs and descrip- 
tions may be sent by mail or ex- 
press, charges prepaid, and must 
reach this office not later than 
April 15, 1922. 

Address all photographs and de- 
scriptions to AMERICAN ARTISAN 
AND HARDWARE Recorp Window 
Display Competition, 620 South 
Michigan Avenue, Chicago, Illinois. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be put in a sealed envel- 
ope containing the real name and 
address of the contestant. 

This sealed envelope is to be en- 
closed with the photograph. 

Contestants are permitted to en- 
ter as many photographs of displays 
as they please. 

You may enter window display 
photographs of general hardware, 
machinists’ supplies, builders’ hard- 
ware, automobile supplies, sporting 
goods, fishing tackle, house furnish- 
ings, cutlery, dairy supplies, stoves, 


RECORD March 18, i922 
ranges, warm air heaters, sheet 
metal, or kindred lines. 

A Competition Committee of 
three will be appointed. 

One of them will be an expert 
window dresser and one an experi- 
enced hardware man. 

This committee will pass upon the 
merits of all photographs and de- 
scriptions received, without know- 
ing the names or addresses of the 
senders, and will decide the winners 
of the competition. 

AMERICAN ARTISAN AND Harp- 
WARE REcorpD reserves the right to 
publish all photographs and descrip- 
tions submitted. 





Likes the Optimistic Tone 
of AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND Harp- 

WARE RECORD: 

I am glad to know that I am 
again on your subscription list. 
Your paper is full of useful in- 
formation that I am delighted to 
read. The cheering, optimistic tone 
of your articles is fine. I always 
read your Random Notes and 
Sketches with keen delight. 

Here’s my good wish for your 
success. 

Yours truly, 
J. C. Granay. 
——, Michigan, March 11, 1942. 





Is Granted Patent Rights 
for Heating Stove. 


Under number 1,403,146, Charles 
A. Burridge, St. John, Michigan, 
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has obtained United States patent 
rights for the heating stove de- 
scribed herewith: 
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A stove comprising, a fire box, 
an air flue centrally of the fire box, 
pipes extending radially from the 
air flue and communicating with the 
atmosphere at the sides of the fire 
box, a heating drum, and a pipe 
within the heating drum and com- 
municating with said air flue, and 
a casing arranged concentrically of 
the heating drum and fire box and 
having its upper and lower ends 
open to provide annular air flues. 





Will Make Shears and Scissors 
by a Perfected Process. 

The recently incorporated W. F. 
Concannon Shear Company, Mil- 
ford, Connecticut, has equipped and 
begun operations of a plant which 
will make shears and scissors by a 
perfected process. 

The handles are mechanically 
turned from tool steel and the blades 
are forged from dies. 





Obtains Patent for Oil 
Heating S’ove. 

Atwell J. Blackford, Cleveland, 
Ohio, assignor to American Stove 
Company, St. Louis, Missouri, a 
corporation of New Jersey, has ob- 
tained United States patent rights 
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for an oil heating stove described 
herewith: 

A heater of the type described, 
comprising a burner, a drum sur- 
mounting the burner, an air-con- 
trolling member having vertical and 
lateral movement independent of 
the drum, and a member inde- 
pendent of the drum and co-acting 
with the lower end of the cone to 
properly seat and position the cone. 
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Iowa Sheet Metal Contractors’ Asso- 
ciation, Russell Lamson Hotel, Water- 
loo, Iowa, March 29 and 30, 1922. R. E. 
Pauley, Secretary, Mason City, Iowa. 

Jobbers’ and Salesmen’s Auxiliary to 
the Iowa Sheet Metal Contractors’ Asso- 
ciation, Russell Lamson Hotel, Water- 
loo, lowa, March 29 and 30, 1922. C. F. 
Anderson, Secretary, Des Moines, Iowa. 

North Carolina Sheet Metal Contrac- 
tors’ Association, Greensboro, North 
Carolina, April 6, 1922. George L. Ray, 
Secretary, Charlotte, North Carolina. 

American Hardware Manufacturers’ 
Association, Spring Meeting, St. Charles 
Hotel, New Orleans, Louisiana, April 18, 
19, 20, and 21, 1922. Frederick D. Mitch- 
ell, Secretary-Treasurer, 4106 Woolworth 
Building, New York City. 

Southern Hardware Jobbers’ Associa- 
tion, St. Charles Hotel, New Orleans, 
Louisiana, April 18, 19, 20, and 21, 1922. 
John Donnan, Secretary, Richmond, Vir- 
ginia. 

Old Guard Southern Hardware Sales- 
men’s Association, New Orleans, Louisi- 
ana, April 19, 1922. R. P. Boyd, Secre- 
tary-Treasurer, Knoxville, Tennessee. 

National Warm Air Heating and 
Ventilating Association, Hotel Win- 
ton, Cleveland, Ohio, April 19 and 20, 
1922. Allen W. Williams, Secretary, 
Thompson Realty Building, 52 West 
Gay Street, Columbus, Ohio. 

Missouri Sheet Metal Contractors’ As- 
sociation, Joplin, Missouri, April 28, 
1922. Otto E. Scheske, Secretary, 2725 
Morgan Street, St. Louis, Missouri. 

Panhandle Hardware and Implement 
Association, Amarillo, Texas, May 8 
and 9, 1922. C. L. Thompson, Secretary, 
Canyon, Texas. 

Southeastern Retail Hardware and 
Implement Association, Convention and 
Exhibit, May 9, 10, il, and 12, 1922, 
Chattanooga, Tennessee. Walter Har- 
lan, Secretary, 460 St. James Building, 
Jacksonville, Florida. 

Western Warm Air Furnace and 
Supply Association, Indianapolis, In- 
diana, May 15, 1922. John H. Hus- 
sie, Secretary, 2407 Cuming Street, 
Omaha, Nebraska. 

Sheet Metal Contractors’ Association 
of Indiana, Indianapolis, Indiana, May 
15. 1922. Ralph R. Reeder, Secretary. 
312 East Sixteenth Street, Indianapolis, 
Indiana. 

Hardware Association of the Caro- 
linas Convention, Winston-Salem, North 
Carolina, May 17, 18, 19 and 20, 1922. 
T. W. Dixon, Secretary- Treasurer, 
Charlotte, North Carolina. 

National Association of Sheet Metal 
Contractors’ Convention and Exhibition 
in the Cadle Auditorium, Indianapolis. 
Indiana, May 16, 17, 18, and 19, 1922. 
Edwin L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibit, Fair Grounds, Jackson, Mississippi, 
May 24, 25 and 26, 1922. Headquar- 
ters, Heidelburg Hotel. E. R. Gross, 
Secretary-Treasurer, Agricultural Col- 
lege, Mississippi. 

National Retail Hardware Association. 
Chicago, Illinois, June 19, 20, 21. 22 and 
23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. Sheets, Secretary- 
Treasurer. Argos, Indiana. 

Associated Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
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12, 13, 14 and 15, 1922. Carl Hunt, Sec- 
ee. 110 West 40th Street, New York 
ity. 

Master Sheet Metal Contractors’ 
Association of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 
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Illinois. 
Guy Amacher of Sibley has purchased 
the Connard hardware store at Fair- 
bury. 


A deal has been completed whereby 
Art Bingham and Harry Roberts of 
Mulberry Grove take over the Elam 
Hardware Company at that place. 

Len Luly, who for many years con- 
ducted a hardware store at Alton, has 
gone back into the hardware business. 

Van Velzer and Brothers have sold 
their hardware store at Mason City to 
Brinner Brothers of New Holland. 

Kentucky. 

Fire at Shepherdsville destroyed the 
Smith and Smith hardware store and 
the C. A. Lutes and Company’s hard- 
ware store. 

Under the name of Cope Hardware 
Company, Mr. Archie Cope has opened 
an up-to-date hardware store at Jackson. 

Michigan. 

C. A. Preston of Foster City has pur- 
chased the McGowan Hardware Store 
at Evart. 


Minnesota. 
A deal has been completed whereby 
Wachoitz Brothers of Orient, South 


Dakota, become the owners of the hard- 
ware stock of Al Schlumpberger on 
South Broadway, Albert Lea. 

North Carolina. 


The Northup-McDuffe Hardware 
Company of Asheville have opened for 
business in their new location opposite 
the postoffice. 

Ralph Mease has opened a new hard- 
ware store at Canton. 

North Dakota. 


The Connolly Brothers Hardware 
store has dissolved partnership. A. J. 
Connolly has retired and H. T. Con- 
nolly will conduct the business here- 
after. 

Ohio. 

H. A. Smith has purchased the Wal- 
ter and Smith Hardware store at Ne- 
vada and will continue the business at 
the same place. 

South Carolina. 

A new and fully equipped hardware 
has been opened at 512 King Street, 
Charleston, by the Stevens Hardware 
Company. 

Wisconsin. 

V. B. Bender has purchased the 

William Webb hardware store at Viola. 





Only a truthful man knows how 

much he lies. 
> 5. 

Every single thing on earth has 
its use and it is probably just as 
well that we do not know about 
some things. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


There isn’t any reason why hard- 
ware dealers should not get at least 
their share of profits to be had from 
the sale of incubators and poultry 
supplies. 

There is scarcely a neighborhood 
in town or country where incuba- 





ee. 
eo 


<=! 
a 


OE ay 





We are receiving more inquiries for 


Simplicity- Incubators 


now than ahy other year in the history of our bus- 
iness. If you intend to raise chickens for the early 
market, better hatch them yourself with a Simplic- 
ity Hatcher and Brooder combined. We have 
50-egg, 100-egg, 150-egg and 450-egg xizes and 
every one a 100‘. hatcher. 


Get Next to These Prices: 


An up to the minute electric 
iron $4.75. 


Family scales, weight up to 
25 Ibs., $1.65. 


Mail how like cut, 95a, 


Get your electric wirc, porcelains, sockets, sw itches, 
lamps, etc., here. . 





The Bennett Brown Hardware Co. 














tors can not gainfully be marketed. 

That is the suggestion which pre- 
sents itself in the advertisement of 
the Bennett Brown Hardware Com- 
pany, reproduced herewith from 
the Alliance Leader, Alliance, Ohio. 

The illustration serves the pur- 
pose of the advertisement and 
graphically emphasizes the superior 
advantages of the incubator system 
of hatching. 

The Bennett Brown Hardware 
Company deserves praise for calling 
attention to prices in this advertise- 
ment. 

The type arrangement and illus- 
tration, as well as the wording of 


this advertisement, are sufficiently 
distinctive to win the notice of the 
average reader. 

A hole no bigger than a diameter 
of a pin is large enough to let a 
barrel of water or any of the for- 
bidden liquors leak through in the 
course of time. 

The barrel may: be made of 18- 
carat gold for that matter and yet 
the hole will render it deficient as a 
container. 

Often little flaws do more dam- 
age than big defects, for the plain 
reason that they are more likely to 
be overlooked or their importance 
minimized. 

Thus, in the advertisement of the 
Jamestown Hardware Company, re- 
produced herewith from the James- 
town Alert, Jamestown, North Da- 
kota, the text is printed in ail capital 
letters. 

Now, we are not used to reading 





EVERYTHING IN 





NOT ONLY DO WE CARRY EVERYTHING YOU MAY WANT 
IN THE HARDWARE LINE SUT WHAT WE SELL Is RELIABLE. 

WE DO NOT PUT OTT “CATCH” BARGAINS AND CHARGE 
YOU A LONG PRICE ON SOMETHING YOU DON'T KNOW AN}- 
THING ABOUT. WE RAVE BUILT UP OUR BUSINESS BY DOING 
A FAIR AND SQUARE DUSINESS AND BY KEEPING OUR PRICES 
Tow NX. 


JAMESTOWN HARDWARE CO. 





Phone 14m 194 Sth Ave Ge 








books, newspapers, or magazines 
printed in all capital letters. 

It’s against our habit of reading. 

Consequently, in this particular 
case it lessens the attraction of the 
advertisement. 

It is harder to read a text in all 


capital letters. 


This is a small flaw, but it mil?- 
tates against the pulling power of 
the advertisement. 

Better results, in all probability, 
could be obtained by devoting less 
room to the funny picture at the 
top and using the space to describe 
specific articles of hardware. 

ee 

As published in the Flint Jour- 
nal, Vlint, Michigan, the advertise- 
ment of George W. Hubbard Hard- 


ANOTHER SHIPMENT 


$99 ABC OSCILLATOR 


The Sensation of the Season 


ELECTRIC WASHING MACHINES 


"'ST ARRIVED 


Ge Y Orde: wm Early. The Demand ie Greater Than the Factory Can 
sa ‘ A $9.00 Payment Places One m Your Home — 


GEO. W. HUBBARD 


HARDWARE co. 


Sate Pisce to Trade 





ware Company occupied a space six 
by four inches. 

It was, therefore, very easy to 
read. 

The emphasis is in the right place. 

The statement of price is frank 
and reasonable. 

ven in these 
times, $99.00 is not a big sum of 
money to the average mechanic. 

The offer of an installment plan 
by which a down payment of $9.00 
puts the washing machine in the 
home advertisement 
practically universal in its appeal. 

There is good psychology in the 
sentence, “the demand is greater 
than the factory can supply,” for 
the reason that it conveys the idea 
of desirability. 

Things which are greatly in de- 
mand, of course, are serviceable and 
the demand 


somewhat dull 


renders the 


reliable—otherwise 
would disappear. 

This is a well constructed adver- 
tisement and effectively worded. 

* * x 

The efficiency of a machine is 
largely in the control of the man 
who runs it, modified by the eff- 
ciency of the management that con- 
trols the man. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


National Warm Air Heating and 
Ventilating Convention Program. 


Preparations have been complet- 
ed for the Ninth Annual Conven- 
tion of the National Warm Air 
Heating and Ventilating Associa- 
tion, which is to be held April 19 
and 20, 1922, in Hotel Winton, 
Cleveland, Ohio. 


An unusually good program has 
been arranged for the sessions. It 
is as follows: 

PROGRAM OF CONVENTION. 


Wednesday, April 19th. 

10 :30 a. m.—Call to Order. 

10:35 a.m —Calling of Roll. 

10:40 a.m —Reading of Minutes. 

10:45 a. m—Communications. 

10:50 a.m.—Appointment of Commit- 
tees—Memorial, Auditing, Nominating. 

10:55a.m.—Address of President I. 
L. Jones. 

11:15a.m—Reports of Officers. 

Treasurer: John Kerch. 

Secretary: Allen W. Williams. 

Executive Committee: [D. Rait Rich- 
ardson, Chairman. 

12:00—“Capacity Ratings of Fur- 
naces,” J. M. McHenry. 

12 :30—“Report of Advisory Commit- 
tee on Warm Air Furnace Research,” P. 
J. Dougherty, Chairman. 

1:00 p. m.—Recess One Hour. 

2p.m—“What Next in Warm Air 
Furnace Heating,” Professor J. D. Hoff- 
man. 

2:30 p. m.—Report of Association Re- 
search Work at University of Illinois. 

Professor A. C. Willard, Director 

Professor V. S. Day, Assistant. 

1:00 p.m.—‘‘Functions of Humidity,” 
Professor A. P. Kratz. 

6:30 p. .m.—Banquet—Hotel Winton. 

Thursday, April 20th. 

10:00 a. m.—Call to Order. 

10:00 a. m.—*“Credit Granting.” 
J. Crow. 

10 :30.a.m.—“Foundry Costs,” 

E. Belt. 

11:00 a.m—*“Place and Power of Ad- 
vertising in Business,” Phillip Wyman. 

11:30 a.m.—Unfinished Business. 

12:00—New Business. 

Report of Nominating Committee. 

Election of Officers. 

Adjournment. 


frank 


Robert 





Kinks for the Warm Air Heater 
Dealer and Installer. 
Written Especially for Amercian 
Artisan and Hardware Record by 
L. S. Bonbrake, Peoria, Illinois. 
1.—When, under certain condi- 
tions of wind the open draft check 
of a furnace will not retard the 


draft sufficiently, pull out the soot 
pan. 

2.—To prevent the center of a 
flat furnace top from sagging from 
the weight of sand covering it, run 
a wire through a large washer on 
the inside of its center and draw it 
taut to a nail in the joist above. 

3.—A short cut for finding the 
circumference of a circle: Multi- 
ply tne diameter by three and add 
one inch to every seven; i. €., 3x7= 
21, 21-+1=22, in this example the 
result is only .0og off—too infinites- 
imally small a difference to affect 
ordinary calculations. 

4.—When a “dead”’ warm air pipe 
is found between two lives ones, 
close the damper in both live ones. 
If the dead pipe is improved change 
its location on the dome. If not, 
see if the register is large enough 


for the capacity of the pipe ; that is, 
an 8-:nch pipe requires a 10x10 reg- 
16-inch register, as actual measure- 
ment has shown that the fret work 
of ordinary commercial registers 
takes up one-half of the listed sizes. 

5.—-One of the most convenient 
kinks in the erection of furnace 
pipe, especially the smoke pipe, is to 
have some one of the connections on 
every run of pipe secured by a 
draw band. 

All sorts of worry and annoyance 
ister, or a 12-inch pipe with: 113 
inch warm air area requires a 14x 
is avoided by its use. 

For pasting asbestos paper on 
warm air pipes add one tea cup 
full of vinegar to a gallon of com- 
mon flour past, and it will stick 
closer than a tick. It will hold pa- 
per on glass. 


Physician Shows Relation of Ventilation to 
Efficiency of Working People in Factories. 


The Physical, Not the Chemical, Properties of the Air Are Responsi- 
ble for the Feeling of Vigor and Health Resulting from Fresh Air. 


In a recent lecture at Blackburn, 
England, Professor Leonard Hill, 
M. D., F. R. S., explained the rela- 
tion of ventilation to the productive 
efficiency of working people in fac- 
tories. The following are some of 
the main paragraphs of his lecture: 

The wild animal which survives 
in the struggle for existence enjoys 
perfect fitness and health. On the 
other hand, civilized man requires 
a volume to contain the list of dis- 
eases from which he suffers. Not 
only wild but domestic animals— 
horses, cattle, sheep, swine—do well 
on an open air existence; they are 
far more subject to diseases when 
closely confined in stalls. 

Man, evolved some million years 
ago, has immense inborn powers of 
resisting cold. The experience of 
ship-wrecked people, and of citizen 


soldiers exposed to the utmost 
rigors of weather in the trenches, 
shows this power. The soldiers in 
the great war, well-fed, clothed and 
exercised, but at times wet, chilled 
and exhausted by war, were, com- 
pared to the civilian population at 
home, exceptionally free from res- 
piratory catarrh. 

The experience of open-air 
schools and sanatoria shows that 
life largely in the open benefits the 
health of those subject to catarrhs 
or tuberculosis, those with over- 
nervous temperament, those with 
heart weakness, etc. 

By exposure to sun and moving 
air slum children are cured, their 
muscle, tone and appetite improve. 
and they become pigmented dark as 
Indians, the pigment warding off 


sunburn. 
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The Japanese have carried out 
their wonderful development of 
artistic excellence in craftsmanship 
in slightly built dwellings with the 
aid, in cold weather, of nothing but 
charcoal braziers to warm their 
hands, depending on clothes and ex- 
ercise to keep their bodies warm. 

On the other hand, the endeavor, 
in the last century or so, of Euro- 
peans and Americans dwelling in 
the colder climates, has been to- 
ward building draughtless houses 
and securing inside these, by arti- 
ficial heating, a climate similar to 
that on a still oppressive, warm 
summer day. 

The low cooling power of stag- 
nant air of rooms artificially heated 
decreases body heat production tc 
a low level. In place of the body 
being kept warm naturally by the 
stimulation of cool air exciting 
muscular exercise and glanular ac- 
tivity and so enhancing the combus- 
tion of food, it is kept warm by the 
blanketing effect of warm stagnant 
air, so that sedentary occupations, 
amusements and rest can be carried 
out in warm comfort and a mini- 
mum of open-air muscular exer- 
cise taken. 

The hot-house conditions of life 
suitable for the failing powers of 
the aged, the injured in a state of 
shock, and those in the last stages 
of wasting disease are mistakenly 
supposed to be suitable for the 
young and healthy. 

The traditional fear of cold is 
handed down from mother to chil- 
dren at her knee. For fear of their 
“catching cold” many are confined 
indoors and _ over-clothed. They 
are debilitated and exposed at the 
same time to massive infection in 
crowded places. 

Out of doors the skin is cooled 
and dried by the wind and water is 
evaporated from it—the wind free- 
ly ventilating the clothes. The skin 
is also warmed by the radiant en- 
ergy of the sun, and this, too, ac- 
tively causes evaporation. 

The wind and sun affect the flow 
of water from lymph and blood 
through the skin, the wind cools 
the blood in one part, the sun 
warms it in another, shorter sun 


rays act chemically on the white 
skin as evidence by sun burn. Ex- 
posure of the skin to sun and wind 
has a profound effect upon it, and 
through it on the health of the 
body. 


The air which is breathed into 
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warm air will escape through the 
intake on the north corner, and the 
warm air registers in the school 
room will act as cold air registers. 

The windows on the East side are 
not very tight. 

The chimney seems to have a 
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the lungs, whatever its content of 
moisture, or its temperature, is 
breathed out approximately at body 
temperature and _ saturated with 
moisture at this temperature. 

(To Be Continued. ) 





Wants Advice on Problem of 
Warm Air Heating. 
To AMERICAN ARTISAN AND Harp- 

WARE REcorD: 

In the accompanying sketch are 
shown all the necessary details of 
the problem on which I should like 
to get the advice of your readers. 

When the wind is blowing from 
the North and Northwest, the warm 
air furnace will heat the school 
rooms without difficulty. 

But when the wind is from the 
Northeast, East or Southeast, the 


good draft and also the ventilating 
flues. 

How can the warm air pipes be 
arranged so as to heat the school 
rooms when the wind comes from 
the East, Northeast, or Southeast? 
Yours truly, 
: IRA H. PINELL. 
South Dakota, March 14, 
1922. 





There is no more excuse for leav- 
ing your window empty than for 
allowing your salespeople to sit 
around in a back room out of sight 
while customers come in. 


* * * 


If it is true that every failure is 
a step toward success, the fact 
would explain why some men be- 
come richer every time they fail. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 


News from Various Branches of the Sheet Metal Trade. 


PATTERNS FOR PANELED 
DIAGONAL PIPE. 

By O. W. Kothe, Principal St. 
Louis Technical Institute, St. Louis, 
Missouri. Written especially for 
American Artisan and Hardware 
Record. 

Leader pipes as well as vent 
pipes, placed on the outside of the 
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BOTTOM PANEL. 
PATTERN 


Next develop the plan or sec- 
tion through top I, and place the 
plan on an angle as E-F. 

After which, detail the lower sec- 
tion and draw the diagonal lines as 
shown. 

The dotted lines a-b; e-d, also 
f-g and i-j are panel bars, built in 
over the miters, so a straight effect 
is produced in the front. 
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Patterns for Paneled Diagonal Pipe. 


building, are often ornamented by 
making a set in member, and over 
this, panel bars are planted. 

This helps ornament the pipe, 
and takes away the plain, monoto- 
nous effect. 

However, to lay out the pattern 
and make a suitable working draw- 
ing, first draw the side elevation 
with a wall line as M-N-O-P. 


Observe the elevation miters are 
bisected to the angles of the wall 
lines, and give the lines N-c and 
O-h. 

Now as both the elevation and 
the plan are foreshortened a diag- 
onal elevation must be developed. 

To do this, we place a strip in the 
position X and from each point in 
elevation, miters project the alti- 


tudinal heights to the strip X as 
shown. 

We now place this strip in the 
position X’ so it is at right angles 
to E-F of plan. 

Krom each point in this strip 
X we square out lines until they 
are parallel with E-F. 

Then from each point in plan, 
taking in each of the corners in the 
top and bottom sections, we project 
lines so they are at right angles to 
K-F of plan, 

Where these 
place, we draw the shapes of the 
top and bottom section in the diag- 
onal elevation. 

After which, we join the side 
lines and that gives us our true po- 
sition of the double offset. 

The next step is to develop a true 
section through the diagonal eleva- 


intersections take 


tion, giving the exact outlines how 
the metal must be formed, both in 
shape and in girth, as shown at W. 

To do this, we draw a set line 
square to E-F as T-U. 

We pick all the width of plan 
lines along this line T-U of plan 
and transfer them on the extended 
diagonal elevation line, as T’-U’. 

Now from each point in the diag- 
onal elevation extend the lines par- 
allel and from each point in the 
line U’-T’ square out lines to in- 
tersect those from elevation and 
this will enable you to draw the 
shape W through the intersections 
thus established. 

To set out the patterns for the 
various parts, the straight angles I 
and III are set off the same as any 
straight angles where the girth is 
taken from the section through top 
I and the distances are picked from 
line A-B or else from C-D of ele- 
vation. 

But for the middle pattern, we 
must pick the girth from the true 
section W, and set it off on the line 
R’-S’. 

Through each of these points 
draw stretchout lines and then draw 
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any set line in diagonal elevation as 
R-S. 

Use this set line as a base line 
and pick the length of each line 
from diagonal elevation and set off 
on similar numbered line in pattern. 

At the intersections thus estab- 
lished, draw the miter line as shown 
and this gives the pattern for the 
middle angle. 

Now to lay off the panels, which 
fit over the miters, we pick the 
girth from side elevation as a-b-c- 
d-e and set to the left of plan as 
a-e. 

In the same way pick the girth 
f-g-h-i-j from side elevation for the 
lower panel, and set as f-j to the 
right of plan. 

From each of these points in ele- 
vation, drop lines into plan to inter- 
sect those lines of similar number, 
shown by the heavy dots in plan. 

From these points square over 
lines into stretchout and this en- 
ables drawing the miters for the 
patterns as shown. 

Laps must be allowed extra on 
all edges for seaming. 





Ohio Auxiliary Is to Have Big 
Part in Coming Convention. 


The officers of the Jobbers’ and 
Salesmen’s Auxiliary to the Sheet 
Metal Contractors’ Association of 
Ohio, met March 1oth at the Chit- 
tenden Hotel, Columbus, Ohio, in 
a conference with the Convention 
Committee of the Zanesville Sheet 
Metal Local, and the officers of the 
state sheet metal association, to 
formulate a program for the con- 
vention, which is to be held July 
18th and 19th in Zanesville, Ohio. 

Secretary W. J. Kaiser of the 
Sheet Metal Contractors’ Associa- 
tion of Ohio reports that details are 
not yet all completed but enough 
has been accomplished to assure ev- 
ery sheet metal contractor that this 
will be the best convention ever 
held by any association, and no man 
interested in the sheet metal indus- 
try can afford’ to miss it. 

The program will be issued in 
due time by the Zanesville Commit- 
tee. It will be different from for- 
mer convention programs, because 
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this year the Jobbers’ and Sales- 
men’s Auxiliary will have a big 
part in it. 





Columbus Sheet Metal Local 
Entertains Visitors. 


When the body is healthy, all the 
cells share in the resulting strength 
and good feeling. 

When a trade is prosperous, ev- 
ery member of it is better off. 

Briefly, that is the idea of the 
Sheet Metal Contractors’ Associa- 
tion of Ohio. ; 

They ‘spend a great deal of 
thought and effort on the develop- 
ment of friendly feeling and prac- 
tical good fellowship among the 
sheet metal contractors of the or- 
ganization. 

Following the custom of olden 
times, they have revived the habit 
of making visits among the Locals. 

One of the leaders in this com- 
mendable enterprise is the Colum- 
bus Association of Sheet Metal Con- 
tractors. This Local shows gen- 
uine old-fashioned hospitality to 
neighboring Locals. 

During the month of Feburary, 
the Columbus Sheet Metal Contrac- 
tors entertained twenty member’ of 
the Toledo Association on lebruary 
16th. 

They were met on their arrival 
by a committee from the Colum- 
bus Association and all visited the 
hardware convention which was be- 
ing held in Columbus at that time. 

In the evening the visitors were 
entertained at a dinner at Chitten- 
den Hotel, at which there were sev- 
enty guests, 

After the dinner, they enjoyed an 
exchange of ideas regarding matters 
of business and interest to all sheet 
metal men, interspersed with some 
good, humorous talks and stories. 

The following day the delegates 
from Toledo visited many of the 
shops of the Columbus members 
and became better acquainted with 
the sheet metal dealers of the Co- 
lumbus industry. 

Before the end of the present 
month, on a day to be determined 
later, probably March 23d, The Co- 
lumbus Association will entertain a 
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delegation of sheet metal contrac- 
tors from Cincinnati, Ohio. 

As expressed by the genial and 
vigorous Secretary of the Colum- 
bus Local, W. J. Kaiser, “the idea 
of these visitations is to get the va- 
rious Local Associations more close- 
ly affiliated with the organization 
and to exchange ideas that may be 
of mutual benefit to the members of 
the Association.” 





Gets Trade-Mark Registered 
in Patent Office. 


United Alloy Steel Corporation, 
New York, New York, and Canton, 
Ohio, have obtained United States 
Patent Office registration for the 
trade-mark depicted herewith. The 
particular description of goods to 


EXTRA SOFT 


which it applies is black and _ gal- 
vanized sheets. Application — for 
registration was filed November 1, 
1921, and the Company claims the 
use of the trade-mark since August 
3, 1921. 


Will Attend Goodfellowship 
Dinner in St. Louis. 

A delegation of the members of 
the Sheet Metal Contractors’ Asso- 
ciation of Springfield, Illinois, will 
attend a Goodfellowship Dinner 
Saturday, March 25th at 6:00 p. m., 
in St. Louis, Missouri, as guests 
of the St. Louis Sheet Metal Locals. 

The intention of the dinner is 
well set forth in its title of “Good- 
fellowship.” 

Already much practical value has 
heen derived from such exchange of 
visits between sheet metal locals 
and the Springfield sheet metal men 
are planning considerable activity 
along these lines. 
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That No. 900 is a two piece all steel 
one that if not made exactly like a 
watch it does work like a clock. 


The price is right, you don’t need to 
give that a second thought. 


E 
i HeCalledItA 
Humdinger 


/ 

























Of course, if a fellow must call our registers 
names, ‘“‘humdinger’”’ is alot better than some 
I have heard certain registers called. Besides 
most of those kind of names don’t mean any- 
thing but just letting off steam. 


But when I pinned down Harry Harmon, Pres- 
ident of the big Harmon Company, and asked 
him exactly what he meant by “humdinger,”’ 
he took a squint over his glasses and says: 
‘‘What do I mean, why you blithering idiot, 
when a thing is a humdinger, it’s everything 
a thing ought to be and nothing it ought not 
to be. That’s what your No. 900 register is’’. 


Of course, I didn’t quite like being called a 
blithering idiot, but coming from Harmon I 
thanked him heartily just like he had handed 
me arose. Besides, that No. 900 ISahumdinger. 


TUTTLE & BAILEY MFs CO. 


36 Portland St. 2 West 45th St. 1123-29 West 37th St. 
Boston New York Chicago 






It Is Now POSSIBLE T 


BIG MONEY-MAKING OPPORTUNITY 


An Agency for the Marvelous 
SUPER-SMOKELESS FURNACE 


FTER extensive and exhaustive experiments lasting over a period of several years. the fuel-saving 
and marvelously efficient SUPER-SMOKELESS FURNACE (Pipe and Pipeless) is now ready for 
general distribution. The SUPER-SMOKELESS principle is explained and illustrated on the 

opposite page. The contrast in the two illustrations accurately indicates the difference the SUPER- 
SMOKELESS makes in burning soft coal, even of the very cheapest grades. 


Here is something that people want. With the SUPER-SMOKELESS Furnace agency you will have one 
of the biggest and best merchandising opportunities ever offered to dealers. If you want to increase your 
profits and make more money than you have ever made on any one line, you will act quickly to get the 


agency for the SUPER-SMOKELESS Furnace in your community. 


You can absolutely control the heating business in your vicinity. People will be glad to get rid of large 
volumes of black smoke from soft coal. They will jump at a chance to get a heating system that burns 
the cheapest soft coal, and reduces the smoke to a point never known before in a heating system. They 
will be glad to get a heater that consumes smoke and gases for fuel, cutting down the cost of hea€ing. 
They will buy the SUPER-SMOKELESS Furnace because they can get greater efficiency from less coal 


than they now burn and at the same time will get rid of the disagreeable black smoke. 


You can sell all the furnaces that you and your men can install. You can replace new furnaces and steam 
and hot water plants with the SUPER-SMOKELESS because it efficiently consumes for fuel the valuable 


carbon that ordinary furnaces and boilers lose in the form of smoke. 


Analyze the proposition yourself. Tons of coal are now wasted because most of the heat units go out the 
chimney as smoke. Dirty and unhealthful clouds of smoke pollute the atmosphere, ruining everything they 
touch. People will certainly change their heating systems if you let them know you sell the SUPER- 
SMOKELESS Furnace, since it will greatly reduce coal bills, give better heat, and keep the community 
free from clouds of smoke. 


SUPER-SMOKELESS Furnaces will surely make money for you if you act quickly. Your community 
will have a SUPER-SMOKELESS agency. Someone is going to dominate the heating business in your 
vicinity. Will it be you or your competitor? It’s up to you to decide. 


Two cents will bring you full information about the SUPER-SMOKELESS agency. It may cost you 
thousands of dollars in profits if you do not write promptly. Quick action may get you this valuable 


agency. Indicate whether you want SUPER-SMOKELESS Pipe or Pipeless—or both. But write—AT 
ONCE—and get details of this unusual opportunity to make big, quick profits. 


Superior SUPER-SMOKELESS Pipe Furnaces and New Idea SUPER-SMOKELESS 
Pipeless Furnaces (Type A) have one-piece Cast Radiators, patented simplified 
Casing Attachments and Frameless Feed Door features 


NOTICE-—Patent has been applied for on this device and the public is warned against any infringement 
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Originated and Manufactured by UTICA HEATER rit 








with the SUPER'SMOKELESS Furnace < 


(PATENT APPLIED FOR) 





ORDINARY FURNACE 


BURNING 
SOFT COAL 


Black smoke indicates unburned 
coal and gases. Smoke and soot 
cover all surrounding build- 
ings and too much coal must be 
used, 


SUPER- SMOKELESS 
FURNACE : 


BURNING SOFT COAL 


Heated air is mixed with smoke and 
gases, producing efficient combustion. 
No disagreeable smoke and soot. More 
heat from less coal. 

















Smoke and Gases 
(Valuable Fuel) 
Going to Waste 





Super-Smokeless Way 


Smoke and Gases 
Burned as Fuel 
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EVERAL years ago, after many experiments and long investigation, the SUPER-SMOKELESS Principle, which is now 
applied to our SUPERIOR Pipe and NEW IDEA (Type A) Pipeless Furnaces, was developed in connection with our 
IMPERIAL Super-Smokeless Boilers. Many large and important buildings of the biggest cities throughout the 

country are now being economically heated with these boilers because the smoke nuisance has been stopped, so that soft 
coal is now consumed with an absolute minimum of smoke by the Super-Smokeless system. It has proved marvelously successful. 


When burning soft coal in the usual way, the gases are quickly liberated from the green coal, passing off in the form of 
dense smoke. Although rich in heat units, it escapes through the chimney unburned, polluting the atmosphere and in- 
creasing the cost of heating. 


In the SUPER-SMOKELESS FURNACE a .current of heated air is introduced just before the smoke and gases enter the 
cast iron radiator. The additional air (oxygen) has been sufficiently heated so that it instantly unites with the carbon in 
the smoke, producing a secondary combustion which continues around the radiator. The heat units which would other- 
wise go up the chimney unburned are consumed, giving more heat for each pound of coal. A chimney which would smoke 
indefinitely with any other heating plant shows little or no trace of smoke a few minutes after firing a SUPER- 


SMOKELESS FURNACE. 
| The patented SUPER-SMOKELESS Furnace (Pipe and Pipeless) is the result of long investigation and research. It meets 


every scientific requirement and will be of great benefit to millions of people, permitting, as it does, the use of cheap soft 
coal with great heating efficiency, and eliminating the unsightly and harmful clouds of black smoke. 





The SUPER-SMOKELESS Furnace will last for years. It has been tested out over a period of time under every-day conditions. 
| The air duct will last the life of the furnace, as the current of air passing through it prevents its ever burning out. 









MPANY, Utica, N. Y.—218-220 W. Kinzie St., Chicago, Ill. 
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Announcing 


FREON? RANK 


DOUBLE PIPE AND 
FITTINGS 


MICHIGAN SAFETY FURNACE PIPE will be known hereafter as 
“FRONT RANK SAFETY DOUBLE PIPE.” It will be made by 


Haynes-Langenberg Mfg. Co. 





Without changing its general construction, improvements have been made that 
place it in the front rank—unexcelled. 


New pieces will fit the old so you can fill cut your stock with new pieces. 
‘Every time you do a job of fitting with this pipe you'll like it better, and better 
‘FITTING FITTINGS”—the Front Rank single fittings—is going to have a. 


partner that will make the line complete. 


It will take about thirty days to complete our new catalog and get under pro- 
duction on double pipe and fittings. 


WE CAN MAKE IMMEDIATE DELIVERIES ON THE SINGLE. 


Our policy of prompt service, courteous treatment and better merchandise has ad- 
vanced us to the front rank. From this vantage point we hope to serve 
you further. 


Send us the — below. It will insure your getting one of the first imprints 
of the new catalog and discount sheet. 


HAYNES-LANGENBERG MFG. CO. 


4058 FOREST PARK BOULEVARD 
ST. LOUIS, U.S. A. 


Haynes-Langenberg Mfg. Co. 
4058 Forest Park Boulevard 
St. Louis, Missouri 

Gentlemen: 


Please send me one of the first prints of your new Pipe & Fitting Catalog. 


Name 


Town 





State 
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Vocational Training Is Advocated by the Convention of 


the Sheet Metal Contractors’ Association of Wisconsin. 


Sessions of the Annual Meeting Are Rendered Valuable by 
Authoritative and Practical Treatment of Trade Problems. 


HEERFUL earnestness charac- 

terized the delegates who at- 
tended the Eighth Annual Conven- 
tion of the Master Sheet Metal Con- 
tractors’ Association of Wisconsin, 
held March 15 and 16, 1922, in Re- 
publican House, Milwaukee, Wis- 
consin. 

Wednesday, March 15, 1922. 

The morning session, which be- 
gan at 10:00 o'clock, was preceded 
by a meeting of the Board of Di- 
rectors. It opened with a report 
of the Credential Committee, con- 
sisting of Adolph Schumann and 
Frank Romberger. 

President C. W. 
gave a brief review of the work 
of the past year, and stated that the 
organization had amply justified it- 
self by the positive achievements 
which it had accomplished in be- 
half of the membership. 

He was followed by Secretary ©. 
A. Hoffmann, who rendered his an- 
nual report as follows: 


Annual Report of Secretary O. A. 
Hoffmann. 


Pansch then 


1921-22 of the 
Association of Sheet 
Metal Contractors, was one with- 
out great results as far as increas- 


“The year of 
Wisconsin 


ing membership was concerned. 

“The President and his cowork- 
ers attempted to organize several 
locals, but were only successful in 
getting one at Waukesha, with five 
members. We made trips to other 
cities without producing any re- 
sults, but officers hold out hope for 
an organization in Fond du Lac 
in the very near future. 

“The depression in business, no 
doubt, withheld members from an- 
swering the appeal of the Sheet 
Metal Contractors for an organ- 
ization. For the next year the Sec- 
retary recommends that each mem- 
ber take it upon himsel to obtain 
at least one new member, either in 
his city or elsewhere, so that 100 


per cent increase can be made be- 
fore the Convention is called in 
1923. 

“| wish to thank all the officers 
and the members of the Board of 
Directors who have so generously 
assisted me, and answered all cor- 
respondence sent to them during the 
past vear, and trust that any notices 
that seemed unwarranted and ask- 
ing what seemed too much, be over- 


Ic voked.”” 





the minutes of the previous annual 
meeting came the report of the In- 
dustrial Education Committee, con- 
sisting of Paul L. Biersach, Chair- 
man, Milwaukee; I*. W. Dietrich, 
Fond du Lac, and J. J. Millen, Mil- 
waukee, as follows: 

Report of Industrial Education 

Committee. 

“Your committee have very 

closely observed, during the past 


‘year, the general labor conditions 


John Bogenberger, Newly Elected President of 
Sheet Metal Contractors. 


Treasurer William Gallun showed 
by his report that the finances of 
the Association were in a satisfac- 
tory condition and that full value 
had been received for every dollar 
expended during the year. 

The report of the Auditing Com- 
mittee consisting of R. Jeske, 
Henry Pluckhan and J. G. Mattes, 
corroborated the correctness of the 
Treasurer’s account of his steward- 
ship. 

Following the roll call of officers 
and committees and the reading of 


as they apply to our trade and we 
must come to the conclusion that 
it is more than essential to create 
practical sheet metal workers, and 
that this can partially be done 
through sensible Vocational Educa- 
tion, in other words, ‘Learn while 
they Earn.’ 

“The period of having our young 
men confine themselves strictly to 
learning our trade for a number of 
years, with little compensation, you 
will agree with us, is a thing of the 
past and it is therefore a problem 
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for the employers to solve and this 
can be accomplished by cooperation 
between Employer and Educator. 

“The American-born mechanic is 
the boy who enters the shop at an 
early age, mostly grown up, has 
had no real educational responsi- 
bilities. Therefore, he must be 
given special consideration as to 
his education in order to bring 
about the desired results. 

“Vocational Education is not only 
in the teaching of an occupation, but 
it is the making of our future me- 
chanical men. 

“In the common schools of the 
United States the average number 
of school days number 155 in the 
year with an average attendance per 
scholar enrolled is 112 days per 
year. This is according to Federal 
statistics. 

“Vocational Schools are for the 
wage earners who have severed 
every relation with academic 
schools, who have fallen out mostly 
from the lower grades of the com- 
mon school and have gone to work. 

“With the present conditions star- 
ing us in the face, is it not within 
our province wisely to advocate, to 
a certain degree, the training and 
educating of our future sheet metal 
workers and tinners, under the su- 
pervision of the employers and edu- 
cators? We say: Yes. 

“We require men and citizens as 
well as workmen, and we cati not 
secure them without the united ef- 
fort of both the practical ‘men and 
the educators.” 

The report of the Industrial Edu- 
cation Committee was followed by 
the report of the Ways and Means 
Committee, consisting of John 
Bogenberger, Chairman, Milwau- 
kee; William Hammann, Milwau- 
kee; Henry Pluckhan, Milwaukee ; 
H. E. Hanson, Kenosha; and Wil- 
liam Gehrke, Sheboygan. 

All the recommendations made by 
the Ways and Means Commniittee 
have in mind the increase of serv- 
ice by the State Association to its 
membership. 

In order to carry out its func- 
tions to their full a¢tivity, a State 
Association must keep in touch with 
its component Locals at all times 


and, thrcugh the Locals, with the 
ir dividual members. 

Of course, this implies to use of 
some practical means of coopera- 
tion among all the sheet metal con- 
tractors of the organization. 

It will be noted in the subjoined 
report of the Ways and Means Com- 
mittee that the methods and agen- 
cies by which this can be achieved 
are distinctly indicated. 

The report in full is as follows: 


Report of Ways and Means 
Committee. 
“We herewith hand you the re- 


port of the Ways and Means Com- 
mittee, and are gratified to advise 
that our State Association saw fit 
to raise the annual dues to what we 
believe will be sufficient amount of 
money to carry on current expenses 
of the Association for the coming 
year; and are also pleased to ad- 
vise that the Travelers Auxiliary of 
the Wisconsin Sheet Metal Con- 
tractors’ Association has provided 
Banquet and Entertainment for our 
Association, thus lifting a great 
weight from our Committee. 

“Our Committee would suggest 
that the various secretaries of all of 
the Locals in the State of Wiscon- 
sin send the minutes of their meet- 
ings to the State Secretary, who in 
turn will read them at the monthly 
meeting of the Board of Directors 
of what is going on in the various 
locals. - This, we believe, would be 
important, inasmuch as we expect 
in the next few months there will 
will be considerable labor trouble, 
and we believe it would be well if 
we are all acquainted with what is 
doing in other parts of our State. 

“We would also recommend that 
any of the Local Associations in the 
State of Wisconsin having any par- 
ticular agreement with labor unions 
in their home town, to send a copy 
of the same to the State Secretary, 
who in turn will see that they are 
provided with a copy of any other 
Local Association of a similar 
agreement, if they so desire. 

“We also recommend that all Lo- 
cal Associations having any griev- 
ances with any jobbers or manufac- 
turers also advise the State Secre- 
tary thereof, and if the same has 
been settled, as to its outcome. 
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“These recommendations are for 
the purpose of keeping the State 
Board of Directors in closer touch 
with the membership of the State. 
Individual members are also treated 
as Local! Associations in all these 
recommendations. 

“At the annual convention in 
March, 1921, the Ways and Means 
Committee made several recom- 
mendations which were intended to 
keep the officers and State board of 
directors in closer touch with the 
local associations. These recom- 
mendations were favorably acted 
upon at that time, but we do not be- 








Adolph Schumann, Re-elect- 
ed Sergeant-at-Arms, 
Sheet Metal Con- 
tractors. 


lieve that they were followed very 
closely. 

“We are therefore repeating such 
recommendations at this time, as 
we believe they are very timely. 

“We further recommend that the 
following be taken up during the 
coming year with the view of hav- 
ing some definite action taken by the 
next State convention, and that 
question is the matter of sub-con- 
tracts which the sheet metal con- 
tractor has to contend with. They 
are all well aware of the fact that 
the matter of sub-contracts has been 
abused by a great many general 
contractors, for when they secure 
a general contract the sheet metal 
work is not always given to the 
lowest original bidder, the general 
contractors taking more figures 
after they secure the contract. 

“Our trade is one of the few 
that is asked to bid on a great deal 
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of work through general contrac- 
tors, as for instance we cite the job 
that was recently figured which had 
the following trades listed under 
the general contract, the first three 
of which often go together on a 
building of this class: 
GENERAL CONTRACT. 

Mason work. 

Concrete work. 

Carpenter work. 

Painting and Glazing work. 

Miscellaneous Iron work. 

Sheet Metal work. 

SEPARATE CONTRACT. 

Heating. 

Electrical. 

Plumbing. 

Elevators. 

Hardware. 

Vacuum Cleaner. 

Tile Floors etc. 

Structural Steel. 

“And there are other numerous 
items which go into some class of 
buildings, not mentioned above, 
which are all let separately. 

“We therefore recommend that 
the Board of Directors of this As- 
sociation, during the coming year 
devise ways and means of bringing 
about or having the sheet metal 


work let in separate contract, and 
would recommend that all archi- 
engineers, 


tects, school boards. 





Carl Anderson, Newly Elected 4th 
Vice-President, Sheet Metal 
Contractors. 


boards of public works, etc., be 
notified that on and after January 
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I, 1923, sheet metal~ contractors 
would only bid on sheet metal work 
for a separate contract.” 

The morning session adjourned 
after the proposal and election of 
new members. 

Prior to the afternoon session, 
which began at 2:30 o'clock, the 
delegates paid a very instructive 
visit to the Milwaukee Rolling Mill 
plant where they had an opportunity 
briefly to study at first hand some 
of the chief processes in the man- 
ufacture of sheet metal. 

Phil A. Grau, Executive Direc- 
tor, Chamber of Commerce, Mil- 
waukee, delivered an address of 
welcome at the opening of the after- 
noon session. 

He declared that the American 
business man must take more in- 
terest in public affairs and in poli- 
tics. 

Putting strong stress. upon the 
virtue of service, he insisted that 
the development and practice of 
this virtue among men of business 


will be potent in destroying the‘ 


harmful policy of “take all and give 
nothing,” which retards 
and weakens confidence in the integ- 
rity of the men of business. 

A appropriate response to Mr. 
Grau’s address of welcome was 
made by Edward Hoffmann, Pres- 
ident of the Milwaukee Local. 

A. H. Howard of the American 
Sheet and Tin Plate Company, then 
spoke on “Present and Future Gen- 
Here 


progress 


eral Business Conditions.” 
are some of the striking paragraphs 
from his address: 


Excerpts From Address by A. H. 
= Howard. _ 
“Prices will remain higher than 


pre-war levels for years to come, 
owing to the fact that labor is such 
a large factor in the cost of any- 
thing—from the raw material to the 
finished product. 

“The steel industry is showing 
steady progress since the first day 
of January, 1922, and today it is 
safe to state that more than 65 per 
cent of the capacity of all sheet 
mills is in operation. 

“There is more building being 
planned for immediate construction 
than for several years past—espe- 
cially for residence purposes— 
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which will bring to the sheet metal 
contractor steady work at 
fair prices. 


more 


“Buy for your needs—as you go 
along.” 

George E. Ballhorn, City Attor- 
ney of Milwaukee, spoke on “Why 
Not an Economic Policy for Wis- 


‘ consin?” Pointing out the necessity 


for an awakening on the part of the 





William Gallun, Retiring Treasurer, 
Sheet Metal Contractors. 
business man that, whether or not 
he wishes to take part in the politi- 
cal life of his community and state, 
he must do so for his own welfare. 


Banquet and Show Best Ever. 
After a Question Box discussion 


the meeting adjourned until 7 p. m., 
when the members were entertained 
by the Auxiliary with a splendid 
dinner and stunts, the 
best of which proved to be those 
presented by members of the Aux- 


vaudeville 


iliary. 
There were no 
plenty of singing during the dinner, 


speakers, but 


and then came the show. 


Tom Pearson delivered his fa- 
mous temperance oration in “ Col- 
ored” dialect in his usual polished 
style, but his trousers seemed some- 
what baggy. 

Buck Taylor and his illustrious 
medium gave a wonderful exhibi- 


tion of mind reading, reciting the 








38 AMERICAN 


questions from the audience and 
giving satisfying answers in every 
case. EK, A. Liesman was a very 
efficient floor worker with Buck. 

The A. E. F. buddies who visited 
every camp of our forces in Europe 
and gave their show furnished a 
side splitting “skit” in which Bill 
Laffin was a tramp par excellence 
and T. A. Warner the best nigger 
ever. 

George Wood, George Carr, Jim 








J. W. Black, Newly Elected 
President of Auxiliary. 


Beech, Don Howland and A. G. 
Pedersen presented a playlet, en- 
titled “Guilty or Not Guilty,” which 
gave each actor plenty of oppor- 
tunity to prove his histrionic talent 
—and they did fine. Ask Carr what 
was in the bottle. 

Interspersed between these acts 
were singing and dancing stunts by 
good looking ladies. 

E. C. Dunning, chairman of the 
Entertainment Committee, and J. 
Harvey Manny, who managed the 
Chicago “troupe,” are entitled to a 
lot of credit. They worked like— 
and everything went off fine. 


Thursday, March 16, 1922. 
The program for Thursday was 


changed somewhat to accommodate 
the speakers, and the first address 
was by Henry M. Weinstock, Vice- 
president of the Koch Company, 
Milwaukee, who took the place of 
P. S. Redford, Sales Manager of 
L. J. Mueller Furnace Company, 
the latter being prevented from be- 
ing present because of serious ill- 
ness. 

Mr. Weinstock spoke on “Fur- 
nace Merchandising” and cited spe- 
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cific instances of how progressive 
manufacturers are now assisting the 
installer in establishing and devel- 
oping his furnace business. 

The fact that the advertising 
campign which is now being con- 
ducted by a client of Mr. Wein- 
stock’s is proving a success gave 
‘particular emphasis to his sugges- 
tions and advice. 

Arthur P. 
of the National 
the next speaker, his remarks deal- 
ing first with the many opportuni- 
ties that are now presenting them- 
selves to the aggressive sheet metal 
contractor, proceeding with the 
statement that the contractor who 
has built up a reasonably successful 
business will fail in obtaining the 
fullest measure of success unless he 


Lamneck, President 


Association, was 





George B. Carr, Re-elected Ser- 
geant-at-Arms, Auxiliary. 


reaches out a helping hand to the 
man who has just graduated from 
the bench to a shop ownership. 

Calling attention to the fact that 
a union sheet metal worker pays 
out from $100.00 to $150.00 in dues, 
etc., to his union, Mr. Lamneck ex- 
pressed chagrin that contractors in 
large numbers are refusing to pay 
a small sum of $10.00 a year toward 
the work which is being done by 
their trade organization. 

Taking up the matter of the warm 
air furnace versus the steam or hot 
water plant for houses, Mr. Lam- 
neck compared them for cost, ease 
of operation, heating service, venti- 
lation, etc., and in each case showed 
that the warm air furnace was easily 
a winner whenever’ properly in- 
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stalled. 
He also gave emphasis to the 


splendid results that are being ob- 
tained by the use of fans in the cold 
air ducts, such as positive heating 
of all rooms, etc. 

In conclusion, Mr. Lamneck 
urged that as many contractors as 
could possibly make the trip, go to 
Indianapolis in May for the Na- 


tional Convention, pointing out 





Newly 


E. C. Dunning, 
Elected Secretary of 
Auxiliary. 


some of the features of special in- 
terest, such as the exhibits of new 
tools and machines, new types of 
furnaces and fittings and _ particu- 
larly the model sheet metal shop. 
The Milwaukee Local is consid- 
ering the matter of sending two or 
more vocational students to be as- 
signed to this shop during the Con- 
vention. 
The afternoon session was de- 
voted to addresses by R. L. Cooley 
on “Vocational Education as a 
Stimulator of Power”: 
“Apprenticeship, Obligation 
Under the Compensation Act,” by 
I’. M. Wilcox, Chairman of the In- 
dustrial Commission of Wisconsin: 
“What Is Wrong With the World,” 
by W. H. Kiekhofer, Director of 
Economics, Wisconsin University, 
and “Mutual Fire and Compensa- 
Karl Pfiffner. 
Hardware Mu- 


Buying 
Our 


tion Insurance,” by 
of the Wisconsin 
tual Fire Insurance Company. 
John Bogenberger, who for years 
has been chairman of the Nominat- 
ing Committee, was forced to step 
down and Otto Geussenhainer took 
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his place. The recommendations of 
this committee were accepted and 
the following officers were declared 
elected :. 

President: JOHN 


Milwaukee ; 

l‘irst Vice-president: Oscar A, 
HoreMANN, of Biersach & Nieder- 
meyer, Milwaukee ; 
Vice-president: I*. \W. 
Dierrricu, Fond du Lac; 

Third Vice-president: V. S. 
KubLy, of Wolf, Hisig & Kubly, 
Madison; 


Second 


Fourth Vice-president: CARL 
ANDERSON, Racine; 


liith Vice-president: WILLIAM 





E. C. “Buck” Taylor, Ret'ring 
President of Auxiliary. 


GEHRKE, of South Side Sheet 
Metal Works, Sheboygan. 
Secretary: EpwArp HorrMann, 
of Louis Hoffmann, Milwaukee; 
Treasurer: WILLIAM HAMMANN, 
Milwaukee ; 
Sergeant-at-Arms: A. 
MANN, of Schumann & Roden, Mil- 


Scut- 


waukee. 

On motion by John Bogenberger. 
Otto Geussenhainer was elected to 
fill the office of Honorary Member 
of the Official Board, the vote be- 
ing by acclamation. 

After introduction of the new 
officers the Convention adjourned, 
with the feeling on the part of ev- 
ery delegate that he was well re- 
paid for the time spent in its ses- 


sions. 
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BOGENBERGER, 
of Consolidated Sheet Metal Works, 


Folks at the Convention. 

It was the biggest convention in 
the history of the State Association 
and the sessions were well attended 
and full of interest. ‘ 

E. C. (Buck) Taylor, president 
of the Auxiliary, and his entire staff 
of officers were on hand early and 
had everything in ship shape. Sec- 
retary Wherry got out of a sick 
bed and helped to keep the records 

Treasurer E. C. (Worth) Dun- 
ning showed his efficiency by turn- 
ing in an almost perfect report on 
paid-up members. He did not have 
time to take orders for the new fur- 
nace pipe which the Dunning Heat- 
ing Supply Company is making, but 
he had a full corps of salesmen for 
that purpose, including N. J. Hil- 
ton, G. P. Levzow, J. R. Morgan- 
son and R. ©. Aton. 

The Milwaukee 
Company occupied a parlor on the 
Convention floor with a fine exhibit 


Corrugating 


of sheet metal products, under the 
charge of J. H. Christman, R: S. 
Schmieder, Al Schmelzer, Archie 
Willman, and C. L. 
advertising 


Schader, C. 
Atwood, manager of 
the company, was also present for 
some time both days. 

W. P. &. 
the interests of the Wheeling Cor- 


Brouwer looked after 


rugating Company. 

Dewitt Van Evera and Arthur 
I). Glessner, of the Excelsior Steel 
Furnace Company, found time to 
take a few orders for furnace fit- 
tings and furnaces. 

I’, W. Giese was on hand to care 
for the wants of Premier furnace 
installers. 

(), E. Jennings and H. P. Barnes 
had a sample of their new Garland 


Furnace made by the Michigan 
Stove Company. They ought to 


hire out as expert erectors for they 
put up the furnace in less time than 
it would take John Bogenberger to 
take two drinks, and you have to 
go some to do that. 

The International Heater Com- 
pany headquarters on the Conven- 
tion floor were under the charge 
of J. M. Beech and E. M. Tyler. 

J. Harvey Manny and Don 
Howland, of the Manny Heating 
Supply Company, can always get 
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a job on the stage. Harvey is some 
“curtain announcer” and Don does 
a bit of Irish acting. 

Ik. H. Eitel, of “Speco” 
took many orders for the special 


fame, 


radiator flux which is made by the 
Special Chemical Company. 

A, J. Ross, of the Henry Fur- 
nace and Foundry Company, was 
rather lonesome Wednesday morn- 
ing when he found that Dick Mon- 
crief wasn't coming, but as time 
went on and some of his many 
friends in the trade induced him to 
open his order book he felt better. 

Henry I. Schwab and his twin, 
A. G. 


them 


Pomerening—you can tell 
apart—greeted many Gilt 
Edge customers and there was a 
heavy haze in the Convention hall 
from the Gilt Edge cigars. 

William G. 


Island Register Company, was on 


Harms, of Rock 
hand and took good sized orders 
for their streakless wall registers. 
No Wisconsin sheet metal gath- 
ering would be complete without 
Tom Pearson, of the Central Heat- 
ing Supply Company; incidentally, 
Tom is some vaudevillian. 
\. Warner 
Tuttle & 


Company, 


The two buddies, T. 
and Bill Laffin, of the 
Bailey Manufacturing 
were there to sell registers. 

Our National President, Arthur 
P. Lamneck, came up from Colum- 
bus, Ohio, to talk to us and as usual 
gave us plenty of good stuff. He 
managed to find several who wanted 
to buy Simplified furnace pipe. 

R. W. Blanchard, the ubiquitous 
member of Entertainment Commit- 
tees, put in the early and late hours 
selling carload orders for Hart 
& Cooley warm air registers. 

J. Swoboda was a busy man tell- 
ing his many friends about the new 
Smokeless furnace of the Utica 
Heater Company. 

M. R. Ransbury was on hand to 
inform the contractors of the splen- 
did success of the Majestic register. 


» 


George B. Carr proved himself 


“some” boy actor. His graceful 
form and his innocent ways caused 
much enjoyment at the banquet, 
while H. L. 


ing orders for furnaces and fittings 
for the Carr Supply Company. 


Mason was busy tak- 
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Wisconsin Auxiliary Elects 


New Officers 

The annual meeting and election 
_of the Travelers’ Auxiliary of the 
Wisconsin Sheet Metal Contractors’ 
Association was held at the Repub- 
lican House, Milwaukee, Thursday, 
March 16th, with every officer pres- 
ent and a large attendance of mem- 
bers. 

After the various reports had 
been rendered and placed on file, J. 
Harvey Manny brought up the 
matter of the proposed conference 
of Auxiliary members during the 
National Convention, and the Presi- 
dent was instructed to appoint five 
men to serve on this committee. 

R. W. Blanchard spoke on the 
importance of having the Auxiliary 
members doing some really hard 
work to induce their customers to 
affiliate themselves with the State 
and Local Associations. 

The following officers and direc- 
tors were nominated and elected: 

President: J. W. Brack, of 
Berger Manufacturing Company, 
Canton, Ohio. 

First Vice-president: J. Harvey 
Manny, of Manny Heating Supply 
Company, Chicago. 

Second Vice-president: Hunr- 
LEY W. Wuerry, of Follansbee 
Brothers Company, Pittsburgh; 

Secretary: E. C. DuNNING, of 
Dunning Heating Supply Company, 
Milwaukee ; 

Treasurer: E. A. LiesmAn, of L. 
J. Mueller Furnace Company, Mil- 
waukee ; ’ 

Sergeant-at-Arms: Georce B. 
Carr, of Carr Supply Company, 
Chicago. 

Directors: E. C. TAyLor, 
Rudy Furnace Company, Dowagiac, 
Michigan; J. M. Smiru, of Berger 
Manufacturing Company, Canton, 
Ohio; L. R. Morse, of Milwaukee 
Rolling Mills, Milwaukee, and 
Henry StTAcKeER, of Republic 
Metalware Company, Chicago. 

The following were appointed to 
serve on the Indianapolis Confer- 
ence Committee: 

E. C. Dunning, Chairman; E. C. 
Taylor, A. G. Pomerening, William 
G. Harms and M. R. Ransbury. 


of 
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National Publicity Helps the 
Dealer Expand His Business. 


In every sale a certain degree of 
inertga on the part of the buyer must 
be overcome. 

That does not mean that people 
are naturally stupid. 

It signifies that there are so many 
and varied appeals to the desires 
of the people, that the mind does 
not react readily to minor stimu- 
lus. 

In other words, education is a 
conveying impressions 


matter of 
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without cumulative repetition of 
ideas and facts. 

Now the reason why the average 
sheet metal contractor and warm air 
dealer and installer do not acquire 
more business is because they fail 
to educate the prospective custom- 
ers in their territory to the facts 
and materials of their craft. 

Against the advantages of the 
warm air heating system there is 
competition of other methods of 
heating. 


Against the durable but slightly 








When you replace the 
rusted-out gutters 






The dense, close-grained surface 
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E sure the new’ gutters and 
leaders are galvanized “Armco” 
Ingot Iron—the rust-resisting .iron. 


You may pay a little more for it 
but it will pay you in many addition- 
al years of service. If you divide 
the cost of ordinary gutters by the 
number of years they last, you will 
probably find that they are more 
costly than expensive metals used 
for this purpose. 

“Armco” Ingot Iron is practically 
pure. The impurities in ordinary 
metal that tend to create the con- 
dition we -call rust have been re- 
moved by a special process 


of “Armco” Ingot Iron takes @ coat 
of galvanizing and ho/ds it. Even 
where the metal is bent and shaped, 
the galvanizing docs not crack and 
peel. For this reason “Armco” Ingot 
Iron is admirably suited for all hot- 
air furnace pipes and casings. Its 
ductility enables the workman to 
form it easily into all required shapes. 

Use “Armco” Ingot Iron on the 
home for gutters, leaders, cornices 
If you buy a furnace, be sure the 
sheet metal parts are “Armco” In- 
got Iron. 


For further information write to 


THE AMERICAN ROLLING MILL CO., Middletown, Ohio 


~ARMCO 


TRACE 


INGOT 


MARK 


IRON 





YOuR sheet mets! contractor can inform 
you of the advantages of rust-resisting 
“Armeo” Ingot Iron — ° 

He will gladly tel) you the correct thickness 
of metal to use for the various purposes. 
Consult bim eboat new of repair sheet meta! 
work. It will pey you. 








Advertisement of Armco Ingot Iron, Reproduced from The Saturday Evening 
Post, March 11, 1922. 





with sufficient force and frequency 
to register them distinctly in the 
consciousness and memory of the 
pupils. . 
Advertising is essentially educa- 
tion, and education is not achieved 





more expensive material for gutters 
and down spouts there is the com- 
petition of the flimsy sheet metal 
that rusts out in a year or two. 
Most of the people do not know 
the difference except when it comes 
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to the expenses of renewal. 

They need to be educated. 

Education is not the achievement 
of a day. It takes time and per- 
sistence. 7 

The average sheet metal contrac- 
tor or dealer and installer of warm 
air furnaces has not the equipment, 
the time, and the money necessary 
to carry on the general education 
necessary for putting his craft in 
the right light before prospective 
customers. 

But what the individual is unable 
to achieve can be done by. organiza- 
tion. 

In other words, the individual can 
take advantage of the work of gen- 
eral publicity and apply it to his 
own business. 

Take, for example, the advertise- 
ment herewith reproduced from the 
March 11, 1922, issue of The Sat- 
urday Evening Post. 

It presents to more than a million 
readers in every part of the coun- 
try the arguments in favor of de- 
pendable sheet metal. 

The trade-mark of this advertise- 
ment by frequent repetition and 
thorough explanation, has become 
the symbol in the public mind of 
rust-resisting sheet metal, of sturdy 
quality, and long service. 

Therefore, the sheet metal con- 
tractor who wants to increase his 
business has herein a primary school 
of instruction, so that he can pre- 
sent his phase of sheet metal work 
to prospective customers who are 
already thoroughly drilled in the 
elementary facts. 

The time that would be needed 
for all this preliminary work of ed- 
ucation and persuasion can, there- 
fore, be put to use in widening his 
business and going out for more 
jobs, etc. 

By availing himself of this pow- 
erful cooperation of the manufac- 
turer, he can greatly strengthen the 
forces at his disposal for the ex- 
pansion of his trade. 





Discriminate between ownership 
and serviceship. 
* * * 
Healthful dissatisfaction is the 


parent of progress. 
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Zideck Explains the Four Causes for the 
Automobile Tubular Core Radiator Leaking. 


The Leaks Hardest to Locate Are Due to Impurities in Water 
and Acids Contained in Anti-leak and Anti-freeze Mixtures. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
E. E* Zideck, New York City. 


TWENTY-SECOND ARTICLE. 

N THE great majority of cases, the 

breaks and leaks in the radiator 
are due to the faulty work done in 
its construction. The heavier parts 
of the radiator such as tanks, inlets 
and outlets, the filler tube, the 
brackets and the studbolts, as de- 
scribed in the two foregoing arti- 
cles, break apart and leak, because 
the riveting and the soldering that 
was done upon them in the factory 
was hurried and superficial, not cal- 
culated to withstand the many jolts 
of the automobile traveling over a 
rough road. 

The same applies to the core. 
The tubular kind, holding to the 
tanks by its tubes only, will tear 
out of the solder if their fit into 
the head sheets was bad or the dip- 
ping faulty. 

Another cause for the tubes leak- 
ing shortly after subjected to the 
vibrations of the motor is the too 
hot dipping of the tubes themselves. 

There are four causes for the 
tublar core leaking: (1) split tubes; 
(2) too hot or impure dipped tubes ; 
(3) loosely fitting tube joints in 
the headsheets and their too Mot or 
impure dipping; and (4) external 
or internal injury to the radiator. 

Split tubes are to be found in 
seamless tubing mostly. The splits 
are due to the metal not being hot 
enough when drawn, and were not 
noticed until the radiator came to 


test. 


Then it was too late and imprac- 
tical to do anything with the tubes 
and they were made tight by hand 
soldering. 

The circulation of water through 
them under a high pressure, opened 
up the splits covered over with soft 
solder. 

The lock-seamed tubing, if made 
on a machine slightly out of order, 


will chance to have the seam cut, 
not locking, or not closing tight. 
The dipping process can not 
solder up these defects in the tubes. 
Again, the faulty tubing is not 
found out until the radiator has 
been put to test, and again it is too 
late to do anything with the leaks 
but to solder them over by hand. 
Badly fitting tubes are recognized 
by the burrs in the headsheets not 
closing tightly around them. 
Should the color of 
coating the tubes and the head- 
sheets appear yellowish, it is an in- 
dication that the dipping was done 
in too hot, slightly burned solder, 
and in this case the tubes and their 
headsheet joints will leak sooner or 


the solder 


later. 

And it will not be one or two of 
the tubes leaking; it will be all of 
them. 

External injuries to the radiator 
are easily recognized as such and 
the work done in their repair varies 
with what the damage is like. 

Commonly the breaks and leaks 
due to external injury are much 
easier repaired than if the leaks are 
due to faults in construction. 

Frost bursts are identified by the 
tube being swollen up where 
bursted, 

They may be patched and sol- 
dered up tightly if few in number. 

But if the core was frozen sol- 
idly and the bursts are many, the 
best thing to do is to recommend a 
new core. It will cost no more 
than it would cost to patch over a 
dozen frost bursts. 

The above applies to the continu- 
ous fin core only. Cores having the 
tubes housed in sections of the fins, 
are easily repaired even if frost- 
bursted. 

All the. repairer has to do is to 
locate the bursts, remove the sec- 
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tions containing the bursted tubes 
and insert new sections instead. 

Often it is only two or three sec- 
tions located on either side of the 
core which are frost bursted, the 
others remaining intact. 

By having sections of the core at 
hand the repairer is able to remove 
the bursted ones and insert the new 
ones in a few hours’ time, giving the 
car owner a partly new core for the 
same money that it would cost to 
have the core patched. 

The hardest to find out are the 
leaks due to the metal being eaten 
up by impurities in water and acids 
contained in the various anti-leak, 
anti-freeze and other preparations. 

Leaks due to this cause will puz- 
zle the repairer. He will see no 
injury to the tubes or channels any- 


WAIN HALL 


VERE TREE ETP a 


where and still the core might leak 
like a sieve. 

Unless he is familiar with the 
marks of the above enumerated 
causes for leaks, such as the too 
hot dipping, the impure dipping, the 
split and not seamed tubes, etc., 
etc., he will have his difficulties be- 
fore finding out that the core that 
leaks from eaten up metal is be- 
yond repair. 

A radiator which does not show 
injuries such as resulting from col- 
lisions, frosts, etc., should be exam- 
ined for marks of either hot or im- 
pure dipping, split or opened up 
tubes, badly fitting headsheet joints 
and similar indications of faults in 
construction. 

The yellowish color of the solder 
tells of the too hot dipping. The 
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solder coat being sandy, rough, 
means that the dipping was done in 
burned solder. 

The split tubes will show long, 
heavy streams of water shooting out 
Frost bursts will bubble 
streams of 


under test. 
heavy but localized 
water. 

And if there is none of the above 
marks or results of test, but if the 
leaks should be numerous and small, 
increasing in number and in volume 
under a prolonged test, the repairer 
is safe to regard the core as eaten 
up by impurities. 

He will find his conclusion the 
correct one if he takes a scraper or 
a fine point reaching the leaky 
metal and scraping upon it makes 
larger and numerous holes. 


(To Be Continued.) 


Bill Speed Is So Full of Worry That He Can't See 


the Sun Shine, Yet He Is Hustling All the 


Time. 


The Trouble with Him Is That He Is Hustling to Keep Up on 
Small Profits from His Work Instead of Hustling to Keep A head. 


Written Especially for AMERICAN ARTISAN AND HARDWARE ReEcorp by J. C. Greenberg, Cleveland, Ohio. 


N° one can say that Bill Speed 
is not a hustler. He is just 
hustling all day, all week, all vear— 
ever on the go. 

Well, one day I called at Hill's 
shop, and I was informed that Bill 
was sick at home. This kind of 
upset me and | went over to his 
home to see him—not on business 
of course, but as a friend. 

I found Bill, not in bed, as I sup- 
posed, but sitting on a rocker which 
his good wife had padded with pil- 
lows for his comfort. Wives are 
good in times of sickness, all right. 

When Bill saw me enter, he sim- 
ply looked at me, and tried to smile, 
but it was a failure. He had the 
appearance of being all in. 

“Hello!” Bill finally said, “Come 
over and sit down. What brings 
you over in this part of town?” 

I told Bill that I was informed 
of his illness, and came over to see 
what’s the matter. 

“What seems to be wrong with 


you, Bill?’ I asked. 

“Darned if I know,” bill replied. 
“TI am just all broke up. I guess 
I am working too hard.” 

“What does the doctor say is 
wrong?” I asked, feeling concerned. 

“He was over, and he gave me 
a prescription for my nerves. | 
have no fever and do not suffer 
pain, but I am just all in. That's 
about all that is the matter with me 
I guess.” 

I looked at Bill and saw a hag- 
gard and careworn face. I saw the 
wrinkles of worry on his brow. I 
saw a young old man who is so 
full of worry that he could not see 
the sun shine. I saw despair writ- 
ten all over his face. 

He had that lost hope stamped all 
over his features. It was deplor- 
able. 

Bill was a good friend of mine, 
and I felt his condition keenly. I 
saw that Bill could not afford to be 


sick, and noticed that “dead broke” 


look that is so noticeable on the 
face of a man who can not afford 
to be sick. 

“Bill,” I 
think you need a doctor. 
You need advice from 


finally said, “I don’t 
You need 
good advice. 
a friend who knows you well. I 
know you so well that I feel qual- 
ified to give that advice. Will you 
listen to me?” 

At this last remark, Mrs. Speed 
came over, drew up a chair, and 
showed an interest that was in it- 
self pathetic. She did not speak, 
but just sat down to listen. 


“Sure, I'll listen,” Bill replied 
feebly. “Just give me all the ad- 
vice you can, the Lord knows | 
need it bad enough.” 


“Bill,” I said, “There are two 
kinds of men in this sheet metal 
game. There are two kinds of 
hustlers. The first kind is the one 
who hustles to keep up, and the sec- 
ond kind is the one who hustles to 
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keep ahead. Now, Bill, please get 
this good : 

“One hustler is busy keeping up, 
and the other hustler is busy to keep 
ahead. You are the kind of hustler 
that breaks his health to keep up. 
You are on the wrong side of suc- 
cess. You are like a sand crab 
which is running backward to go 
ahead.” 

Mrs. Speed, truly 
brought her handkerchief to her 
She was crying through a 
It seems that she had been 


womanlike, 


eyes. 
smile. 
preaching this very thing to Bill all 
the time, and seemed glad to hear 
me tell Bill what I did. 

Bill said nothing. He just fixed 
his eyes on the wall, and listened. 
So | went on: 

“You, Bill, are without a doubt, 
the best hustler in this town, and 
have the least to show for it. You 
are bossing four men, and are not 
results outside of a 
What do you sup- 


pose is wrong with you?” 


getting any 
meager living. 

“I can not answer 
tion,’ Bill replied hopelessly. “I 


your ques- 


have worried myself sick trying to 
answer it.” 

“Well, Bill,” | answered slowly, 
“| know the answer. The answer 
is that you are trying to do most of 
the work at the least amount of 
profit. You are laboring under the 
fallacy of getting quantity of work, 
and are worried sick because you 
are not earning the number of 
profits in accordance with the num- 
lire half of 
your men, and do less work, but 
bid a little higher. This will put 
you in position to spend a little 


ber of jobs you do. 


more care in doing better work, and 
get a better reputation. As you are 
going on now, you are losing money 
every day, and that is why you have 
nothing in the long run.” 

“You are wrong,” Bill protested. 
“If I asked higher prices I would 
not get—” 

“Now listen to me, Bill, dear,” 
Mrs. Speed interrupted, “You are 
Did not I tell you these 
Here we are 


wrong. 
very same things? 
with a payment due on the home we 
live in and can not meet it. I have 
nothing that should make me proud 


of the business, and now you are 
sick and worried about it. It is 
exactly right that you are hustling 
to keep up, not to keep ahead. You 
must keep ahead all the time and 
you will find hustling a pleasure.” 

She had barely finished the sen- 
tence. Her eyes filled with tears 
which comes of long suffering and 
sad experience. 

Bill was — silent—silent and 
thoughtful. 

“You Bill,” 1 
ventured to say, “that you are not 


must remember, 
in business to see how many jobs 


you can finish, but rather, how 
much profit you can earn on the 
few jobs you have.” 

“But,” argued Bill, “Is not many 
sales and small profits the key to 
Do not many small profits 
That is what 


profit ? 
make a large profit 
all business men say, and [ followed 
out along that line.” 

“This rule is all right when you 
are retailing merchandise. but im 
this business, you are manufacturer 
and merchant both. You first must 
make the things that go on the job, 
and then install them. In this line, 
the time that passes between sales 
is too long, and non-productive labor 
enters into the job caused by gath- 
ering tools, going to the shop and 
load for the next job and while the 
men are changing position on dif- 
ferent jobs, you are not making any 
sales. The real able business man 
is the one that gets the most profit 
with the least loss of time, labor 
and money.” 

Bill and Mrs. Speed were both 
silent, no one of them ventured to 
speak. So | went on: 

“To prove this, let me ask you, 
Bill, what really have you saved 
from your work? What have you 
laid by for just such sick spells as 
you have now? When you get 
older, and your hair becomes gray, 
vou will be less able to work than 
vou are now, and then, what will 
you and your good wife do? Bill, 
wake up and become a real business 
man, by going after profit rather 
than volume. Be a hustler that 
hustles to keep ahead, not just to 


keep up. Why, at the rate you are 
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going, you are not even keeping 
up.” 

“Do you know,” Bill finally said, 
“that I believe you have cured me? 
[ do not need a doctor at all. I see 
where I have tried to hog up a lot 
of work and forgot the profit end 
of it. 


ing backward and 


[ am really a sand crab crawl- 
trying to get 
ahead. I am going back to the 
shop this afternoon, and get busy 
along the line of profitable work. 
[ see where cheap work does not 
pay me, nor the customers. I am 
going to hustle to keep ahead, not 
merely to keep even. You are right, 
old man.” 

Mrs. Speed just smiled. A great 

been lifted 
After all, the 
They 


load seemed to have 
from her shoulders. 
wives are the real sufferers. 
are the ones who carry the burden 
of incompetence. 

You, my dear Reader, how are 
you running your business? Are 
you running for quantity of work 
or quantity of profits. If you do 
not know, better look around and 
find out right quick. It means hap- 
piness for you if you know the 
answer. 

Do not be a sand crab and crawl 
backward and expect to get ahead. 
Remember that the real business 
man hustles to keep ahead, and the 
failure hustles to keep up. 

There is a real difference in the 
two methods. You must know al- 
ways and forever, that lots of work 
without profit will ruin you and 
keep your competitor from making 
a decent living. 

Just stop and think what kind of 
a hustler you are. 

If you are hustling in the wrong 
direction, better change quickly and 
get on the right side of your busi- 
ness. You may rest assured that 
your creditors have a line on you, 
and sooner or later, you will be 
caught short, and the jig is up. 
Think it over, brother, and get right 
with the business world. 


The coat that isn’t paid for is a 
bad habit to get into. 
* * * 
There are times when four aces 
constitute a helpful hand. 
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‘Linc Is Used with Artistic 
Effect for Memorial Tablet. 

Of exceptional interest to those 
who contemplate erecting memorials 
to heroes of the World War is the 
tablet recently installed in the gen- 
eral office building of The New Jer- 
sey Zinc Company, New York City. 
It was erected by the Horse Head 
Club, an organization of employees. 

This tablet was cast from the 
uniquely pure metallic zinc pro- 
duced by that company out of ore 
mined at Franklin, New Jersey. 

In color it is a dull, silvery gray. 
It hangs on the wall near the main 
entrance where it is daily admired 
by visitors. 

The names of 23 former em- 
ployees who lost their lives in the 
war appear in clear-cut, easily read 
letters. 

Many who have viewed the tablet 
have been visibly impressed by the 
ease with which inscription can be 
read. 

One reason is declared to be the 
soft color of background afforded 
by the metal. 

According to some tablet mould- 
ers zinc is very suitable for casting 
tablets and it appears probable that 
the initiative supplied by the Horse 
Head Club members will engender 
use of large tonnages of this metal 
for similar purposes. 





Memorial Tablet Made of Zinc, 
Erected in Memory of Employees 
of the New Jersey Zinc 
Company. 
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Gives Reasons in Behalf 
of Copper Cornices. 


Both as material for sales talks 
with prospective customers and for 
advertising copy, the sheet metal 
contractor can make profitable use 
of the following article from a bul- 
letin of the Copper & Brass Re- 
search Association, New York City: 

A stone cornice, with its tenden- 
cy to chip, is the source of great 
danger to pedestrians. 

The cornice serves a_ two-fold 
purpose, of utility and ornamenta- 
tion. 

As the capping used to protect 
the body of a-wall from the action 
of rain, by throwing off the water 
beyond the face of the building, it is 
logical that the material of which 
the cornice is constructed should be 
rain and moisture-proof. 

Besides providing complete pro- 
tection to pedestrians, a copper cor- 
nice fulfills these other require- 
ments. 

A copper cornice requires no up- 
keep or repairs, and is therefore 
economical. 

A copper cornice needs no paint, 
for it quickly takes on the attrac- 
tive green coloring that permanent- 
ly enhances the appearance of the 
structure. 

















Notes and Queries ] 


Rubber Stripping. 
From Denkman Hardware, Geddes, 
South Dakota. 


Will you please advise me where 
I can get a rubber stripping to fill 
the opening of ice box doors which 
have shrunk? 

Ans. — Delco - Light Company, 
Dayton, Ohio, and G. F. Schonek 
and Company, 716-718 East 2nd 
Street, Minneapolis, Minnesota. 


Star Burners, Air Mixers, and Enam- 
eled Handles for Gas Stoves. 


From Shakopee Stove Company, Shako- 
pee, Minnesota. 


Kindly inform us who makes 
star burners, air mixers and enam- 
eled handles for gas stoves. 

Ans.—1. George M. Clark and 
Company, Division American Stove 
Company, 179 North Michigan 
Avenue, Chicago, Illinois; Anthony 
Company, 138 West Avenue, Long 





RECORD March 18, 1922 


e 
Island City, New York; Detroit 
Heating and Lighting Company, 
Detroit, Michigan; Surface Com- 
bustion Company, 366 Gerard Ave- 
nue, New York City. 2. George 
M. Clark and Company, Division 
American Stove Company, 179 
North Michigan Avenue, Chicago, 
Illinois; Reliable Stove Company,, 
Division American Stove Company, 
Cleveland, Ohio; McRae and Rob- 
erts Company, 100 South Campbell 
Avenue, Detroit, Michigan. 3. Re- 
liable Stove Company, Division 
American Stove Company, Cleve- 
land, Ohio, and F. W. Peterson 
Company, 18 Greene Street, New 
York City. 
Black Bangor Roofing Slate. 

From Morris R. Ehle, Wayland, 


Michigan. ; ; 
Where can I obtain roofing slate 


of the black Bangor standard? 

Ans.—Rising and Nelson Slate 
Company, 2554 West Harrison 
Street, Chicago, Illinois; Rohrman 
Cooper Company, 1451 Marquette 
Building, Chicago, Illinois; Sall 
Mountain Company, 140 South 
Dearborn Street, Chicago, Illinois ; 
Bangor Slate Mining Company, 
Bangor, Pennsylvania. 

Sheet Aluminum. 


From T. P. Johnson, Louisburg, Kansas. 
Please advise me where I can 


obtain sheet aluminum. 

Ans.—S. Birkenstein and Sons, 
Incorporated, 1056 West North 
Avenue, Chicago, Illinois; Illinois 
Smelting and Refining Company, 
410 North Peoria Street, Chicago, 
Illinois; Aluminum Company of 
America, Oliver Building, Pitts- 
burgh, Pennsylvania. 


Collapsible Bath Tubs. 


From Braden and Schmidt, Dysart, 
Iowa. 
Please advise us where we can 


secure collapsible bath tubs. 

Ans.—Gold Medal Camp Furni- 
ture Manufacturing Company, Ra- 
cine, Wisconsin; H. Channon Com- 
pany, Market and Randolph Streets, 
Chicago, Illinois; Robinson Cabinet 
Manufacturing Company, Toledo, 
Ohio. 

Quality is a wedding—cheapness, 
a divorce. 

* * * 

Value is weighed on the scales of 

usefulness. 
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Descriptive Index and Guide to New Patents. 


Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 


1,397,980. Bending Attachment 
for Vises. John B. Ouellette, New 
Bedford, Mass. Filed July 1, 1921. 

1.398,010. _ Door Check. Adam 
J. Eisman, Buffalo, N. Y. Filed 
Dec. 4, 1919. 

1,398,044. Lock. Morris Shein- 
man, New York, N. Y. Filed June 
5, 1920. 

1,398,061. Clothes Pounder. 
Charles Bowman, Washington, D. 
C. Filed April 7, 1921. 

1,398,070. Adjustable Bit. 
Thomas Gregory Doyle, Fall Riv- 
‘er, Mass. Filed Nov. 17, 1920. 

1,398,111. Shears. Edward 
O’Neil, Wakefield, Mich. Filed 


July 9, 1920. 


1,398,152. Oven Attachment. 
John C. Ramsay, Baltimore, Md. 
Filed Sept. 27, 1920. 


1,398,176. Radiator for Auto- 
mobile Cooling Systems. John 
Conlon, Plattsburg, N. Y. Filed 


Oct. 21, 1919. 

1,398,180. Socket Wrench. Ed- 
ward Dietrich, Henryville, Ind. 
Filed March 28, 1921. 

1,398,185. Reel. William J. 
Frohmuth and Donald E. Cohagen, 
Fort Wayne, Ind. Filed Dec. 8, 
1919. 

1,398,189. Fishing Line Reel. 
Walter E. Hodges and Charles F. 
Larzeleree, Flint, Mich. Original 
application filed March 25, 1920, 
Serial No. 368,521. Divided and 


1,398,116. Angle Wrench. Carl- this application filed March 12, 
; - 1921. 
ton Titus Root, Orland, Ind. Filed 1,308,193. Safety Razor. An- 
Oct. 9, 1920. drew Langstaff Johnston, Jr., Rich- 
1,398,125. Wrench. William mond, Va. Filed April 27, 1920. 
Arthur Carleton and Clarence 1,398,199. Fishing Reel. Rob- 
Erastus Yoho, Bellaire, Ohio. Filed ert S. Moses, Kendallville, Ind. 
April 26, 1921. Filed Aug. 3, 1920. 
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1,398,274. Wrench. Gustav Pes- 
zternak, Trenton, N. J. Filed May 
11, 1921. 

1,398,284. Weather Strip. Fred- 
erick A. Stickle, Cincinnati, Ohio, 
assignor to Edmund H. Lunken, 


Cincinnati, Ohio. Filed Nov. 3, 
1919. 
1,398,300. Means for Promoting 


Charles 
Filed April 


Combustion. 
Cheltenham, Pa. 
1921. 

1,398,304. Chuck for Taper and 
Straight-Shank Drills. Brady Par- 
menter, Birmingham, Ala., assignor 
to A. L. Atwood, Birmingham, Ala. 
Filed Aug. 15, 1919. 

1,398,337. Drain Pan for Clothes 
Wringers. William H. Meyer, St. 
Louis, Mo., assignor, by mesne as- 
signments, to The Davis Sewing 
Machine Company, a Corporation 
of Delaware. Filed Feb. 7, 1920. 

1,398,367. Flour Sifter. Rich- 
ard T. Earle, Portland, Ore. Filed 
April 13, 1921. 


McVeety, 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


COPPER SITUATION IS 
ABOUT THE SAME. 


Conditions this week are about 
the same as those of the past week 
in the copper industry. 

The main sustaining factor con- 
tinues to be foreign buying, which 
has been well distributed in past 
three or four days. 

Great Britain, Germany and Bel- 
gium, as well as Japan and China 
are among the largest buyers. 

Shipments of 1,111 tons were re- 
ported from New York to England 
and Belgium, making the total ex- 
ports from New York since March 
Ist, 8,736 tons, equivalent to about 
19,509,000 pounds. 

Domestic consumers, although 
they have bought less copper in the 
past few days, are still keeping in 
close touch with the market and 
inquiries are still out for second 
quarter shipment, 
April and May delivery. 


especially for 


Consumption is increasing. More 
orders for rolled and drawn copper 
and brass are coming from the in- 
terior following the increase in buy- 
ing in the east the past week. 

This is the time of year when 
buying of finished products should 
increase. Deliveries into domestic 
consumption this month are aver- 
aging 80,000,000 pounds a month 
and including export business, about 
130,000,000 pounds a month. , 


This compares with about 110,- 
000,000 pounds a month average 
in January and February, but of 
course, there were heavier deliveries 
during the last quarter of last year. 


Producers are taking current or- 
ders for electrolytic at 13 cents de- 
livered for prompt, March and 
April shipment but are holding out 
for 13% cents delivered for ship- 
ments in April, May and June. 

It is thought, however, that this 
price might be shaded in exceptional 
instances by one or two small pro- 


ducers. On export sales, the Cop- 
per Export Association is realizing 
13'4 cents to 13.30 cents to Eng- 
lish ports and 133 cents to German 
and French ports. 

A purchase of copper cakes, a 
very unusual shape for the Chicago 
district, reveals the fact that a local 
copper and brass concern will soon 
start making its own sheets. 

With the large amount of busi- 
ness centering here, it is rather sur- 
prising that such a development has 
not taken place before. 

It represents in a way a new in- 
dustry should 
prosper. 

Tin. 

The factor of speculation has a 
great deal to do with the fluctua- 
tions in the London tin market. 

Of course, these fluctuations have 
their reflex in domestic prices as 
well, 


for Chicago and 


Until consumption broadens it is 
idle to expect a fundamentally bet- 
ter market. As it is, consumption 
is not using up the current produc- 
tion, apart altogether from stocks, 
otherwise the repeated increases in 
visible supplies would not be wit- 
nessed. 

Batavia has not sold for some 
time, from which it must be in- 
ferred that supplies are accumulat- 
ing there, and the metal will have 
to come out sooner or later. 

China still has over 6,000 tons to 
dispose of, and again there are still 
the stocks in the Federated Malay 
States and Java which are being 
held off the market. 


Solder. 


Prices continue unchanged in the 
Chicago solder market. 

The quotations now in effect are 
as follows: 


Warranted, 50-50, per 100 


pounds, $20.50; Commercial, 45-55, 
per 100 pounds, $19.00, and Plumb- 
ers’, per 100 pounds, $17.75. 


Lead. 

Consumers are buying lead in as 
good volume at present as at any 
time during the past six months and 
the price continues firm at 4.70 
cents New York and 4.40 cents per 


e ~ . 
pound St. Louts. 


The situation is about the same in 
all important respects. There are 
daily modifications in the amount 
of new business in sight but in a 
general view no new developments, 
and the proportion of demand to 
the rate of production is well main- 
tained. 

Somewhat more freedom has late- 
ly been noted in the offerings of de- 
silverized lead in the west, and the 
premiums previously obtained for 
this grade at Chicago have dimin- 
ished, quotations at this point be- 
ing $4.52'% to $4.55. 

Zine. 

Zine price is unchanged at from 
4.65 to 4.70 cents St. Louis and 5 
cents per pound New York. 

Tuesday, March 14th, 50 tons 
were exported to Japan and 100 
tons to Belgium. 

Joplin advices state that under 
strong demand for zine ore, prices 
advanced from $1.00 to $2.00 per 
ton. 

Recent heavy buying was _ re- 
flected in the large increase in ship- 
ments the past week which amount- 
ed to 8,928 tons, as against 5,966 
tons the week preceding, while ship- 
ments so far this year total 70,054 
tons, as compared with 56,742 tons 
during the corresponding period the 
past year. 


Sheets. 


Demand continues good for sheets 


for building materials, including 
eaves trough and conductor pipe, 
metal lath, etc. If there is any de- 
parture from normal in this line of 
trade it is in the direction of being 
above normal. 


(irders being received are spread 
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out farther as to delivery periods 
than formerly, but the bulk of the 
business booked is for prompt or 
very early shipment. 

While it is possible that some of 
the buying lately has been prompted 
by fear that the bituminous 
strike will affect deliveries, the evi- 
dence that can be read from the or- 
ders received does not indicate that 
there is much anticipating of this 


coal 


sort. 

It is problematical what effect 
the strike will have upon the steel 
market if it has any at all. 

So far as can be ascertained, the 
sheet mills have stocked coal more 
freely than have the consumers of 
sheets, so that so far as this goes 
the present outlook is that sheets 
would become more plentiful rather 
than less plentiful. 

There is another factor, however, 
that of transportation. Should the 
railroads be affected shipment might 
be difficult. 

There are hints now that the next 
change in sheet prices is likely to 
be an advance. 

()uite 
strong enough now for the mills to 
effect an advance if they went about 
it the right way. 

Tin Plate. 

‘Taking the tin plate industry as 
a whole the operation is between 
The count of 


possibly the market is 


70 and 75 per cent. 
mills would make 
cent, but allowing for the dropping 
of turns at the end of the week 
at some plants the average would 


nearer 75 per 


he nearer 70 per cent. 
The leading interest 
per cent the past week, counting 
all turns in the divisor. 
In the Chicago market, first qual- 
ity bright tin plates advanced in 


ran at 65 


price in every grade. The new quo- 
tations will be found 
headings of Metals on the page of 
Current Hardware and Metal Prices 
in this issue of AMERICAN ARTISAN 
AND HARDWARE RECORD. 
Old Metals. 

Wholesale quotations in the Chi- 
cago district which should be con- 


under the 


sidered as nominal are as follows: 
Old steel axles, $13.50 to $14.00; 
old iron axles, $18.50 to $19.00; 


AMERICAN ARTISAN 
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steel springs, $13.75 to $14.25; No. 
1 wrought iron, $12.50 to $13.00; 
No. 1 cast, $12.00 to $12.50 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound : 


light brass, 4 cents; lead 34 cents; 


Light coppers, 7% cents; 


zinc, 2 cents; and cast aluminum, 
ol cents. 
Pig Iron. 

The Matthew 


Cincinnati, Ohio, reports that there 
is a distinctly better tone to the pig 


Addy Company, 


iron market today than for some 


time past. The principal activity 


has been in the Eastern market 
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where some very large tonnages 


have recently been placed. In the 
district around Buffalo especially 
there is a very great improvement 
not only in the way of inquiries but 
in actual sales. 

loundries along the Pacific Coast 
are busier and the recent curtail- 
ment of production in the ‘Chicago 
territory has stimulated buying and 
made prices more firm in that par- 
ticular district. 

At the present time conditions in 
the immediate vicinity of Cincinnati 
and in Ohio are perhaps not show- 
ing quite as much improvement as 
in some other parts of the country. 


Railroads Are Buying Less Steel, but Other 
Industries Are Showing Increased Activity. 


Orders Are Coming from Automobile and Farming Implement 
Makers and Metal Furniture and Fireproofing Fabricators. 


The recent bulge in buying of the 
heavier steel products has about run 
its course due to the fact that the 
mills have discontinued their drive 
for business and withdrawn the un- 
precedented low prices, while the 
railroads also have slowed down on 
purchases. 

However, there is no diminution 
in demand, for the slack is just 
about being taken up by an _ in- 
creased demand from automobile 
and agricultural implement manu- 
facturers, metal furniture and fire- 
proofing fabricators and from con- 
tractors requiring reinforcing rods 
for road work. 
but that the 
drastic competition for business in 


There is no doubt 


the heavier products drove in or- 
ders for structural steel during 
February in greater profusion than 
in some months past and the ton- 
nage must have totaled at least 8o,- 
ooo tons. 

Increased buying for other lines 
of finished steel was attributed by 
some to stocking up against the 
contingencies of the pending coal 
strike and by others to the replen- 
ishing of depleted stocks but at any 
rate the demand for prompt ship- 
ment still rules. 

Freight rates on imported man- 





ganese and chrone ores‘from At- 
lantic ports to inland furnaces will 
The 


rates will be $3.12 a ton to Pitts- 


be reduced April 1, future 
burgh and $3.48 to Youngstown, as 
against $4.34 and $6 now rulirfg. 

Neither steel mills nor fabricators 
have recently taken orders that are 
likely to net the sellers substantial 
profits ; in fact, on most of the con- 
tracts booked in the last twe months, 
a loss has been registered for both 
the mills and the shops. 

It was more of a question, how- 
ever, of holding organizations to- 
gether than it was of profit, as 
losses in many cases would have 
been greater if plants were idle and 
men had been allowed to drift to 
other interests. 

It is well-known that fabricated 
orders taken in February and March 
netted the mills only 1.25 cents to 
1.35 cents base but now that the 
bar, plates and shape mills are pro- 
vided with specifications for thirty 
to sixty days, they have temporarily 
ceased destructive competition. 

On desirable business, however, it 
is still possible to do 1.40 cents base 
Pittsburgh, although the nominal 
official prices have been restored to 
1.50 cents hase. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON. 


Chicago Foundry ...20 00 
Southern Fdy. No. 2, 21 66 to 22 16 
Lake Sup. Charcoal..26 00 to 30 50 


Maweadle ..cccceses 20 00 
FIRST Bat! BRIGHT 
N PLATES. 

Per Box 
Ic 14x20 112 sheets $10 00 
IX BOs cdécscteves 11 25 
Ixx SOND oc cs cetene 12 60 
IXXX ere 13 90 
IXXxXX Bn a vevcecuee 15 25 
Ic Bees sacecasees 20 00 
Ix BRD ce ctceceec 22 50 
IXX Een 25 20 
IXXX PENN 06 ceeadus 27 80 
Bee, 8=—§ Ba nccesecces 30 50 


COKE PLATES. 
Cokes, 180 Ibs.... 20x28 $11 80 
Cokes, 200 ibs.... 20x28 12 00 


Comes, 214 Ibs....IC 20x28 12 35 
Cokes, 270 Ibs....IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
Base ...........per 100 Ibs. $3 38 


ONE PASS COLD ROLLED 
BLACK. 


No, 18-20.......per 100 Ibs. $3 95 


No, 22-24.......per 100 Ibs. 4 00 
No, 26.........-per 100 Ibs. 4 05 
No, 27........+-per 100 Ibs. 4 10 
Te, Be ccccccses per 100 Ibs. 4 16 
No. 29..........per 100 Ibs. 4 25 
GALVANIZED. 
Se, BBscrccccsad per 100 ibs. $4 40 
No. 18-20.......per 100 Ibs. 4 65 
No. 22-24.......per 100 Ibs. 4 70 
No. 26..........per 100 Ibs. 4 85 
TR. BP. cccccccce per 100 Ibs. 6 00 
No, 28..........per 100 Ibs. 5 15 
No. 30..........per 100 Ibs. 56 65 
BAR SOLDER. 
Warranted. 
BO-EQ ccccccce per 100 lbs. $20 50 
Commercial, 
ee per 100 lbs. 19 00 
Plumbers ...... per 100 lbs. 17 75 
ZINC, 
SR BRS 66ctccdcecscedsvovs § 12 
SHEET ZINC. 

Cask lots, stock............ 9c 
Less than cask lots........ 9%c 
COPPER. 

Copper Sheet, mill base....$0 20 
LEAD. 

American Pig ...........+-.$4 86 
BP cccceccccoccce cocccccee 6 

Sheet. 
Full coils...... per 100 lbs. 7 25 
Cut coils. eecee per 100 lbs. 7 50 
TIN. 
Se GED. eeeccscdcaevecdiovesas 32 


Bar tin 


ee ee ee 





HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 
CESSORIES. 


ADZES. 
Coopers’. 
BartOn’s ...cccocccccccesees Net 
WEED cccecccsescoccecccee Net 


ne ge ng ° 


Shells, Loaded, 
Loaded with bison Powder 18% 
Loaded with Smokeless 


Powder .....e0+. +++ 18% 
Winchester. 
a > Repeater 
veeneaeednesss 20 & 4% 
smokeless Leader 
esekaesanenees 20 & 4% 
Black ‘Powder ¥eaeses 0 & 4% 
Cc. 
Nitro Club cockantad 20 & 4% 
SOOT ccccecge cnccese 20 & 4% 
Meow Clad cccccccccess 20 & 4% 
Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
9-10 gauge 10&7%% 
o 11-28 gauge 10&7% % 
ASBESTOS. 


Paper up to 1/16......10c per Ib. 
Millboard 3/32 to %..10%c per Ib. 
Castanos Paper (250 

% Tn... 90.56 por 100 the. 
Rollboard ........+.+---lle per Ib. 


AUGERS. 

Boring Machine 40 @ oa? 
Ca iter’s Nut...... 
Hollow. 

Bonney’s........per doz. $30 00 
Post Hole. 

Iwan’s Post Hole and by 

Vaughan’s, 4 to 9 i 

without handles per doz. $14 00 


AWLS. 
Brad. 
No. 3 Handled.. aot doz. se > 
No. 1050 Handled 
Patent asst’d,lte4 “ 38 
Harness. 
Common ........per doz. $1 05 
Patent ....... coe 00 
Peg. 
Shouldered ..... " 1 60 
Patented ....... ‘a 76 
Scratch, 
No. IS, socket 
+eee++- per doz. $2 50 


No. 7 Stanley.... ‘per doz. $2 25 


AXES. 
First Quality, Single 
— (unhandled), 3 to 
eee $11 00 
ecot “lie Single 
Bitted, same weight, per 
BEB ccccuceesccseseosees 
BALANCES, SPRING. 
Universal. 
Sight Spring..... List less 25% 
Straight .........List less 25% 
BARS, WRECKING. 
Ve. & BRB. Me. W.cccccccccecc-G 
Vo & B. MO. Beoccccccccccee O TS 
Vi & B. No. 324........+-.. 0 80 
GT, & BB. Be. Becccccccsceee © & 
V. & B. NO. BBO. cccccccccee © 
BEVELS, TEE. 
as ~ hel Rosewood handle, _ » 


Stanley tron handle. sereeee Neots 
BINDING CLOTH. 


10 00 


— eseeseecececocesscecoseseen 
ion Plated .cccccccccccces 60% 
BITS. 

Ange. 
ennings Pattern...........Net 
ON GP cecccccdacceene 25% off 
Ford’s Ship..........+.+-. 25% = 
BrWim § ccccccccccsecce 3 
Russell Jennings baeocae ‘less 10% 
Clark’s Expansive........338%% 





Countersink. 
American Snailhead od 1 75 
Rose ... - 2 00 
. Flat ... “ 1 40 
Dowel. 
Russe] Jennings ......plus 20% 
Gimlet. 


Standard Double Cut Gross $8 40 
Nail Metal Single 
Cut ......Gross $4 00—$5 00 


Standard Square.. oy $3 a4 

American Octagon. . ” 
Screw Driver. 

No. 1 Common....... Bach 18c 

No. 26 Stanley........ Each 70c 


BLADES, SAW. 
Wood. 


Atkins 30-in. 


WES, coccee § 40 26 
$8 90 $9 45 $5 40 
pistes 30-in. 


OB, ccccce 66 26 
$9 45 $10 05 $9 45 


BLOCKS. 

Wooden ccccccescoe eeneeens 20% 
Patent .nccccccss coccssesece 20% 
BOARDS. 

Stove. Per doz 
26x26, wood lined.......$14 45 
28x28, we  cocceee BO OS 
30x30, ” © .ccscce Se OO 
26x26, paper lined....... 8 15 
28x28, yd - 2tieqnes. 2 


30x30, ” © cocccee 10 80 


Wash. 

No. 760, Banner Globe 

(single) .......per doz. $5 25 
No. 662, Banner Globe 

(single) .......per doz. 6 75 
No, 801, Brass King. per doz. 8 25 
No. 860, Single—Plain 

Pump 


eee ecesecceeeers 25 


BOLTS. 
Carriage, Machine, etc. 


Carriage, cut thread, %xé6 
and sizes smaller and 
GSGCOP  nccccsvcvces 60 & 10% 
Carriage sizes, larger and 
longer than %x6........ 60% 
Machine, %x4 and sizes yer 
er and shorter...... 65 & 19% 
Machine, sizes larger and 
longer than %x4....60 S son 
BtOVE ccccccccccces eeceece 
Mortise, Door. 
Geom, IFOM wccccccccccccese cd 


Gem, bronze plated.........5% 
Barrel. 

Wrought ..nccccccccccccces 

Wrought, bronzed ......... " 


-+.Net 


Square. 
Wrought ..ccccccccce pnaee * 


Mail, No. 7 10 
Per doz.. sis" 00 $23 00 $29 00 
Cast Iron. 
De GO. kccccccoconcececune Oe 
Mitre. 
Stanley’s......... ..- Net Prices 
Stearns, No. 2..per doz. $48 00 
BRACES, RATCHET. 
Goodell- Pratt No. 


408.......$4 60 

No. aeressees 4 80 

= ny No. coccese 5 00 
V. & B. No. 444 4 in rere «+ 4 65 
V. & B. No, 383 8 in......... 4 30 
V. & B. No. 222 8 in......... 4 00 
Vv. & B. No. 111 8 in......... 3 50 
Vv. & B. No. 11 8 in coeee 8 06 


Copper Burrs only. .50% above list 
Tinners’ Iron Burrs only......Net 
BUTTS. 

Steel, antique copper or dull 
brass ~~~ lots — 
3%x3%. -per dozen pairs $3 75 
4B} ccccece 3 80 
Heavy Bevel inside 
sets, case lo 
«+++-per dozen sets 
Steel “pit keyed a door 
sets, each .. 
Wrought brass” “bit * keyed 
front door sets, each.... 
Cylinder front door sets, 
each 


steel 
7 60 
1 80 
3 26 
7 00 


CALIPERS. 
DOES ccccceesscceseesecsoss 
inside. and Outside........... net 
WHEE 606060000000 006800600060 ™ 
CARRIERS. 
Hay. 
Diamond, eeene. «.- each, nets 
Diamond, Sling . 


CASTERS. 
Standard—Ball Bearing, 
seeeeccecececcceseee DO & 10% 
Common Plate. 
Brass Wheel . 
= x4 , Porcelain Wace, 


Phliadelphis “Piate, new 


ee eee eeene 


CATCHERS, GRASS. 


No. 160S..........per doz. 9 26 
No. 1668...cccccce 4 01 


CEMENT, FURNACE, 
American Seal, 5 > cans, net $0 46 


b. cans, “ 90 

” * 25 1b. cans, “ 1 87 
Asbestos, 6 Ib. cans..... “ 45 
Pecora, 5 Ib. cans..... “ 46 


10 Ib. cans..... “ 90 
- 25 Ib. cans....- “ 1 87 


CHAINS. 


Breast Chains. 
With Slide ....doz. pairs, $5 
Without Slide.. 5 
Doublesiack ... = 9 35 
With Covert Snaps “ 6 
Picture Chains. 


Light brass, 3 ft..per doz. 1 26 


Heavy brass, 3 ft. 1 75 
Sash Chain. (Morton’s) 
Steel, per 100 ft. 

© icnecedeseseesedae coecscete 

BS ccccccvcccccccccccccs coe 8 30 

DS . cei eeseetanneane 3 60 
Champion Metal. 

CE  nnvcecessecsscccocesss § OH 


BR nccccccccccccccccccces 5 OO 
UR .cccccccccecess 


Champion Metal.—Extra Heavy. 
-$9 50 


seeeeee 5 


LTH wccccccccvccccccccees 


Cable Sash Chains. 
Steel........List Net Plus 15% 
CHALK, CARPENTERS’. 


Blue seeeeeeceeeees DOF Gro. $2 00 
Pt cchtrnanbebedien 2 00 
Wee ccccscccessce > i 80 
Common White School 
CRAYON .ccccesoe ” 0 30 
CHIMNEY TOPS. 
In bags...... ++ee+-per bag $1 80 


CHECKS, DOOR, 
osescsocens Ot 


Corbin ..ccoccee 
Net list 


Russwin ..... 
CHISELS. 


eeeeereeeee 


Cold. 


Good quality, % in., each $0 44 
% in., 0 28 


Diamond Point. 


V. & B. No. 15, % in.....- 
Vv. & B. No. 15, % in......- 


Firmer Bevelled. 
Round Nose. 


V. & B. No. 65, % Bio ssesese : * 
Vv. & B. No. 65, % 1 


Socket ean. 
Gee. 
& B. No. 50, % in....- 
. & B. No. 50, % in....- 
CHUCKS, DRILL. 
Goonet® for Gooteits Screw 
Dr Aged: ist less 35-40% 
Yenkee. | for Yankee ee 
Drivers ~--$6 00 


- 0 23 
0 48 


0 29 
0 64 


8. 
oe -Bent Wood, 


. 7 10 
Each ........$3 00 460 4 85 
Belle, Barrell. .65 & T%% 
Cee Dash, 


aj CLAMPS. 

Martin’ ee 

No. $3, Screw..... Le 
a oe 8O% 





















